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A valuable man in any orchestra is the 
player who, in a pinch, can play other 
instruments besides his own. Because his 
second instrument is often one of the 
horns, they say he “doubles in brass.” 


A valuable machine in these days of 
priorities, manpower, wage and hour 
problems is the National Accounting. 
Bookkeeping Machine that can do other 
jobs in addition to its regular work. Un- 
able to get more Nationals for additional 
mechanization, many institutions have 
found that their present Nationals can do 
the additional work! 


How about yours? New short cuts, 
additional operations, combination 
operations that will save you manpower, 
time and supplies are possible . . . and 
the National representative is specially 
trained to uncover these possibilities. 
Call him in and get his suggestions. 


And, above all, see that your Nationals 
“keep fit”! They'll serve you longer with 
regular inspection and timely repairs 
(with standard parts) by our factory- 
trained servicemen. 


In these times, National service is de 
voted to one job: seeing that every 
National you have is doing everything it 
can to help you through. 


on The National Cash Register Compant 





Field Warehousing makes possible 
big scale LOAN Harvesting 


through DOUGLAS-GUARDIAN 
nationwide Service! 


Did you ever see a combine in action? It makes a one-operation job of cutting grain, binding, shock- 


ing, pitching and threshing. That’s using modern methods. 


FREE BOOK 


“Financing the Modern 
Way” supplies authentic 
information on Field 
Warehousing and Doug- 
las-Guardian service. 
New edition! Much ad- 
ditional information. Still 
pocket size. Write for 
YOUR Copy. It’s FREE! 


In making loans, Field Warehousing by 
Douglas-Guardian quickly creates sound 
collateral out of inventory—raw or finished. 
Makes a profitable loan possible in numer- 
ous situations where usual yardsticks or 
safeguards would not apply. Enables you to 
loan larger amounts for expanded produc- 
tion. Here too is a modern method; why not 
use it? 


Douglas-Guardian is proud that its service 
is playing so important a role in working 
with banks to release funds vital to indus- 
tries, communities, and our country. One 
of our offices reports 55% of its volume 


connected with commodities used in war 
production. 


Douglas-Guardian Service goes anywhere 
to create sound collateral, by field ware- 
housing inventory—raw or finished—in the 
plant of the manufacturer, or even in tem- 
porary storage elsewhere. 


We will be glad to send a 
competent representative to 
talk over the opportunities 
in your community for 
HARVESTING profitable 
LOANS. 


BUY 
U. S. WAR 
BONDS & 
SAVINGS 
STAMPS 


NOW! 


Douglas-Guardian ¥™A Warehouse Corporation 


Nation-wide Field Warehousing Service 
CHICAGO — Suite 1100, 100 W. Monroe Street 


Atlanta, Ga. 
Philadelphia, Pa. 
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CHASE NATIONAL BANK 


OF THE CITY OF NEW YORK 


RAND MENALLY 


BANKERS DIRECTORY 


C. J. DEVINE CO. 


SFECIAL STS IN 
NITED STATES GOVERNMENT SECURITIES 


eT a 
Sen PEABO KE a 


Bunk of America 


CALIFORNIA S ONLY STATEWIDE BANK 
CAN SERVE TOU BEST IN THE WEST 


BANK OF AMERICA TRAVELERS CHEQUES 
nG8 


47 People-12 months a yea: 


The BLUE BOOK that comes to your desk, fresh and up-to-date, every six months, is the culmination o 
long weeks and months of exacting labor by a large staff of trained statisticians. These people have 
spent years in analyzing bank statements, reducing them to comparable common denominators, and 
carefully guarding their accuracy through the successive phases of the publishing process. Their accumw: 
lated experience comes to the amazing total of 284 YEARS! 


The day the current edition of the BLUE BOOK comes off the press, ready for you, this “team” starts to 
work on the next one. Because the Banking World never stops changing, they must “keep everlastingly 
at it’ —checking, verifying, and tabulating—so that when the time arrives to actually begin putting you 
next BLUE BOOK together, six months later, they will have eliminated every error and false repo, 
will have triple-checked every figure and name. 


That’s why no other bank reference book can even approach the year-after-year dependability and 
minute accuracy of 


RAND MSNALLY BANKERS DIRECTORY tyoor book bl 


a story which) 


That's why 95% of all advertising banks prefer The BLUE BOOK to carry their message. | other banks 
| The —_ ue 
is the perfec 


RAND MSNALLY & COMPANY - 536 S. CLARK ST. - CHICAGO, ILLINOIS medium. 
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VICTORY AHEAD! 


The story of a naval victory really begins in the shipyards—and 
even before. 

Take, for example, the case of a shipbuilding company which 
last year received a Government order for destroyers. New yards 
were necessary to speed production. In coniunction with one of its 
correspondent banks, the Chase quickly advanced a large ‘revolv- 
ing credit’ to finance their construction. Now with expanded 
facilities this company is delivering more destroyers faster to our 
fighting forces. 

This is only one of thousands of instances where active banking 


cooperation is helping to speed America’s output for Victory. 


THE CHASE NATIONAL BANK 


OF THE CITY OF NEW YORK 


—$—$—$————— 
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By E. M. GAILLARD 


Executive Vice President, Union and New Haven 
Trust Ce., New Haven, Connecticut 


32% Have No Wills 


A questionnaire sent out by this bank served to arouse 
interest in wills and to show why many persons have made 
no will. Trust business has materially increased, as a result. 


I’ AN effort better to understand 


the situation on wills in our 

community, we recently con- 
ducted a poll by inserting a post- 
ageless reply card in the June issue 
of our house organ, known as The 
Union And New Haven Trust Com- 
pany Journal. 

In addition to the card itself, we 
published an explanation of the 
questionnaire, its purpose, and our 
desire to be of help to the individ- 
uals of the community. 

This Journal was mailed to our 
regular mailing list which contains 
the names of checking account cus- 
tomers, attorneys, life underwrit- 
ers, and those other friends who 
have indicated that they desire to 
see the Journals, or who we thought 


would be 
them. 


Our return was better than 10% 
of the mailing list, which we think 
is unusually good. At any rate, it 
serves as a good sampling of the 
community. 


We know that the questionnaire 
stimulated interest and made peo- 
ple think, because nearly 20% of 
the cards came back with a special 
notation printed on them. We an- 
swered questions written in this 
way in the July issue of the Journal 

A copy of the ballot is repro- 
duced herewith, and the following 
is quoted from our June issue in 
which we explained the _ secret 
ballot. 


interested in receiving 
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To urge the making of a will is 
more than good business—it is a 
humanitarian service which the 
customer appreciates deeply. 


Questionnaire On Wills 


A few years ago it occurred to 
one of the larger American auto- 
mobile companies that its engineer- 
ing staff might build a better and 
more popular motorcar if its cus- 
tomers were consulted before the 
next model was brought out. Thou- 
sands of car owners were, there- 
fore, asked to express their views, 
with emphasis on what they did 
not like in previous models and 
what improvements and innova- 
tions should be incorporated in 
forthcoming models. 

The response, it is said, pro- 
foundly influenced the company, 
both in its engineering design and 
in its relations with the motoring 
public. Even though every car 
owner in the country was not 
reached, the “sampling” obtained 
was believed to have mirrored 
with surprising accuracy the opin- 
ion of motorists generally in a 
country where there is, approxi- 
mately, one car for every family. 

From the trust standpoint, there 
is a subject of equally broad public 


interest—the matter of passing 
one’s property on to the coming 
generation by will or otherwise. 


The Hidden Story Of Wills 


Now from long experience The 
Trust Company knows something, 
of course, of the attitude of men 
and women of means toward Will- 
making. But because we do not 
draw Wills, part of the real story 
is hidden from us. 

We should like to know, for ex- 
ample, how many of the adult resi- 
dents of New Haven and vicinity 
have made Wills. We wonder how 
many persons hereabout will leave 
homemade Wills, drawn without 
the assistance of an attorney. We 
wonder how many persons inform 
their executors and trustees-to-be 
of their appointment, so that the 
latter can get some idea before- 
hand of the particular nature of 
their future responsibilities. We 
wonder if those who make Wills 
consider the matter settled for all 
time, or if they periodically review 
their Wills as their personal or 
financial circumstances change. It 
would be particularly interesting 
to know what it is that most effec- 
tively moves people who know they 
need Wills to act promptly instead 
of “putting it off,” as so often hap- 
pens. 


If No Will—Why? 


In the case of those who have not 
made Wills we wonder—why not? 

It will be observed that these 
questions do not deal with opinions, 
as in the case of the periodic For- 
tune Magazine and Dr. Gallup 
polls, but with facts. 

Like the motorcar company pre- 
viously cited, we should be able to 
do a better job serving the public 
in a trust capacity if we had a bet- 
ter knowledge of the public’s habits 
when dealing with estate distribu- 
tion problems. 


Help Do A Research Job 


The thought therefore occurs to 
us that if we were to provide a 
“Secret Ballot” questionnaire on 
Wills which could be filled out 
without our knowing who gave the 
answers, a great many persons 
would co-operate and help us do a 
job of fundamental research. 

So we are asking you to do us a 
favor—to tell us, without reveal- 
ing your name, what you have 
done, are doing, or are not going 
to do, about your Will. These facts, 
if obtained in reasonable volume, 
would give what is generally re- 
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garded by experts as a close approx- 
imation of what holds true in New 
Haven and vicinity, and would be 
helpful and interesting to others 
as to ourselves. 

Will you help us get these facts? 
We believe you will. On the en- 
closed reply card, which is not to 
be signed in any way, we are ask- 
ing you to check the following: 


Check Check 
1. Have you made a 
Will? ( ) Yes 
2. If so, did an at- 
torney draw it? ( ) Yes 
3. Do you keep it in 
a place as safe as 
a safe deposit 
box? ( 
. Do you review it 
periodically? ( 
. Have you in- 
formed your ex- 
ecutor and trus- 
tee-to-be of his 
appointment?  ( 
. If you have not 
why not? 


( ) No 


( ) No 


) Yes 
made 


( ) No 
a Will, 


Check 

a. I do not have sufficient 

property to make a will 
worth while. 

. I prefer to let my estate 
pass under the intestate 
laws. 

ce. “I haven't got around 
tosh.” 
d. Any other reason. 


( ) 


{3 
( ) 


Just check and drop into the 
nearest mailbox. No postage is re- 
quired on the reply card—and our 
thanks for your’ co-operation. 
Should this questionnaire move any 
of our readers to take action in an 
important matter which has been 
postponed, it will have served an 
added purpose. 


The Alternative To A Will 


The alternative to a will which 
holds good in court is intestacy. 
Perhaps one of the best ways to 
show the valve of a will is to list 
some of the privileges which you 
forego if your estate passes under 
the State’s “ready-made” will, the 
intestate laws: 


Without A Legal Will 


1. You can not say who shall 
inherit your property...when... 
in what amounts...whether out- 
right or with prudent safeguards. 
In extreme cases, a distant relative 
or even the state might receive 
your property. 

2. You can not know and choose 
the executor who, under a _ will, 


would be duty bound to carry out 
your instructions. 

3. You cannot arrange to have 
your wife’s share of your estate 
protected and managed for her by 
someone of your choice. 

4. You can not make gifts to 
other than your legal heirs— 
friends, charities, or causes. 

5. You can not direct how a 
going business shall be continued 
or liquidated. 

6. You can not give your wife 
an income for life and the right to 
draw on principal as it is needed, 

7. You can not assure a daugh- 
ter an independent income regard- 
less of her husband’s business ven- 
tures. 

8. You can not protect a son’s 
inheritance until he “attains years 
of financial discretion.” 

9. You can not say who shall 
act as guardian for minor children 
in case a surviving parent does not 
act in that capacity. 

10. You can not be sure that per- 
sonal effects will be distributed 
where you think they will be most 
appreciated. 

11. You can not save the cost of 
bonding an administrator or guar- 
dian. 

12. You can not arrange to pro- 
tect valuable assets from possible 
loss through forced sale to raise 
ready cash. 

13. You can not have your estate 
benefit by careful planning to effect 
legitimate tax economies and avoid 
unnecessary shrinkages. 

14. You can not provide for each 
member of your family according 
to your special wishes or his par- 
ticular needs and circumstances. 

15. You can not arrange to assure 
adequate funds for your family’s 
living expenses while your estate 
is being settled. 

In a panel with this article is re- 
produced the results of our ques- 
tionnaire. It will be seen that 32% 
of our answers indicated that no 
will had been made. 

Our comments on the results of 
this questionnaire were published 
in the July issue of our Journal and 
are quoted here as follows: 


Will-Making Habits In New Haven 
And Vicinity 


For the generous response to our 
“secret ballot” questionnaire on 
Wills, tabulated on the opposite 
page, we have our customers and 
other friends to thank, and we do 
so herewith. 

In a day when questionnaires are 
much overdone, we hesitated some- 
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1. Have you made a will? 


3. Do you keep it in a place as 


5. Have you informed your ex- 
ecutor and trustee-to-be of 
his appointment? 


make a will worth while 


the intestate laws 


d. Any other reason ____ 


safe as a safe-deposit box? . [ 


“SECRET BALLOT” 


Questionnaire on Wills 
> DO NOT SIGN < 
Simply check and mail. No postage required. 


Check Check 


2. If so, did an attorney draw it? 0 


4. Doyoureviewitperiodically? 0 


6. If you have not made a will, why not? 
a.I do not have sufficient property to 
b. I prefer to let my estate pass under 


c.""I haven't got around to it.” 


































Above is the questionnaire which Union and New Haven 
Trust Co. sent out. Tabulated at the right are the results— 
upon which this Bankers Monthly article is based. 


what before putting another into 
circulation. But apparently we 
touched on subjects of wide pub- 
lic interest. As a result, a high per- 
centage of replies for this type of 
questionnaire was received. Fur- 
thermore, the tone of the response 
was most friendly. As one person 
said, “If I didn’t know your object 
is good, I’d say it was none of your 
business.” Although we _ clearly 
stated that no one was expected to 
sign his reply, many persons did. 
Others, in reply to question 5, went 
so far as to tell us, without reveal- 
ing their names, that we were their 
chosen executor and trustee. Alto- 
gether we believe our poll gives a 
fair indication of the Will-making 
habits of New Haveners. 


The Validity Of The Result 


You may wonder about the basis 
for this belief. Not long ago the 
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. O Yes 0 No 
Yes 0) No (Percentages shown apply to total number 
replying to each separate question) 
1 Yes 0 No 
YES NO 
Yes O No 1. Have you made a will? 68% 32% 
2. If so, did an attorney draw it? 94% 6% 
. 0 Yes 0 No 3. Do you keep it in a place as 
safe as a safe-deposit box? 90% 10% 
a ee acai 9 0; oj 
Check 4. Do you review it periodically? 76% 24° 
5. Have you informed your ex- 
0 ecutor and trustee-to-be of his 
appointment? 83% 17% 
oO 6. If you have not made a will, why not? 
o a. I do not have sufficient 
property to make a 
oe will worth while 32% 
b. I prefer to let my es- 
tate pass under the 
intestate laws . . 4% 
c.’"I haven‘t got 
around to it’’ 53% 
d.Any other reason. 11% 





American Bankers Association em- 
ployed a nationally known market 
analyst to conduct a nation-wide 
survey of the public’s attitude 
toward trust service and trust in- 
stitutions. More than 1,000 persons 
in the upper- and middle-income 
groups were personally _inter- 
viewed. One of the questions they 
were asked—whether or not they 
had made a Will and had named 
an executor—brought a response 
of yes, 73 per cent, and no, 27 per 
cent, as compared with yes, 68 per 
cent, and no, 32 per cent, to our 
question number 1. 


Furthermore, repeated surveys 
have demonstrated that in “sam- 
pling” a typical large list on 
almost any subject, replies from 
only 10 per cent of the list will 
reflect, with remarkable accuracy, 
the result that would be obtained 
by checking the entire list. With 


RESULT 


“SECRET BALLOT” 


Questionnaire on Wills 


of our 















hundreds of replies already in we 
therefore feel that our results are 
reasonably typical of what to ex- 
pect of the city as a whole. 


People Hereabout Are Careful 


In the answers to questions 1 to 

5 inclusive there is little that sur- 
prises us. In a well-established city 
like this, with a large proportion of 
well-to-do persons who realize the 
importance of giving their property 
good care, we would have expected 
the large majority to make Wills 
or otherwise provide for the order- 
ly distribution of their estates; to 
employ legal advice in working out 
these arrangements; to keep their 
Wills and other legal papers in a 
safe place; to review their estate 
plans periodically, particularly in 
these rapidly changing times; in 
the main to inform their executors 
(Continued on page 460) 
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Let Customers Know 


About Correspondent Services 


Since our correspondent system continually benefits a bank’s 
customers, as well as the bank itself, it is logical that the 
public should be informed of the help which may be 
obtained through the local bank’s city correspondents. 


F WE could collect stories of all 
of the services rendered by 
banks to their local customers in 

smaller places because of their 
correspondent relations with city 
banks, we would have a tremen- 
dously interesting book, and fur- 
thermore it would be a very large 
book. 

However, there are dozens of 
people in both country towns and 
cities who do not know that they 
can get certain services from their 
bank because they do not under- 
stand the correspondent banking 
system. 

It would seem a practical plan, 
therefore, to enter into a definite 
campaign to educate local bank 
customers as to what the corre- 
spondent banking system is, and 
how money transactions of all sorts 
can be facilitated through it. 

Naturally, the medium through 
which such education might well 
be done is the local newspaper, and 
it is quite likely that local news- 
paper editors will be glad to pub- 
lish short stories descriptive of such 
services. 

With that in mind, Bankers 
Monthly will supply a series of true 
stories of transactions facilitated 
by local banks through city corre- 
spondents which may be used by 
any of our readers in their local 
papers, without the necessity of a 
copyright notice. 

Of course, it would be still better 
for the local bank to prepare stories 
telling of services it has rendered 
to local people, but if there are not 
enough such stories, these may be 
used. 

The purpose of this suggestion 
is to bring about an increased use 
of our correspondent system. 

Local customers will be tremen- 
dously pleased. 

City banks will be unusually 
glad of the opportunity to render 
services to your customers. 
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By JOHN Y. BEATY 


Local business in general will be 
facilitated. 

It is suggested that one or more 
of the following stories be handed 
to the local newspaper with the 
suggestion that they may be used 


as desired. 
* a * 


Old Bonds Redeemed 


A lady whose husband had re- 
cently died, approached the cashier 
of her local bank one day, and 
asked if there was any way that 
she could get the money for some 
bonds which her husband had left. 

The cashier asked for a list of 
the bonds, and the lady told him 
that the bonds were in the safe 
deposit box. Together, they ex- 
amined the documents, and the 
cashier discovered that many of the 
bonds had not been taken care of 
for some time. There were uncol- 
lected coupons to the total of sev- 
eral hundred dollars. 

“If you wish,” he said, “I can 
arrange to collect the money that 
is due you on these coupons, and 
also I should like to get some ex- 
pert advice for you as to what 
should be done with the bonds 
themselves.” 

“Oh, Ill appreciate that so 
much,” said the lady, “if you can 
do it.” 

“It will take me a few days,” 
said the cashier, “but the next 
time you are in I shall probably 
have that information for you.” 

The cashier sent a list of the 
bonds along with the coupons, 
some of which were long overdue, 
to his bank’s city correspondent. 
The coupons were promptly col- 
lected and a letter of advice was 
sent back to the country bank sug- 
gesting what to do with each bond. 


There were some that had been 
called and others which were 
needing certain action. 

The next time the owner came 
in the cashier explained the whole 
situation and gave her credit on 
her passbook for the coupons which 
had been collected. 

“IT don’t see how you can do all 
of this,” said the lady. 

“We do not have facilities in our 
bank,” said the cashier, “for taking 
care of such matters, but we have 
a correspondent bank in the city, 
and we simply sent the coupons 
and the list of bonds there. That 
bank has experts, and it was a 
matter of only a few minutes for 
those experts to write a letter tell- 
ing me what should be done with 
these bonds.” 

“What is a correspondent bank?” 
asked the lady. 

The cashier explained that it is 
simply a large institution in which 
the local bank deposits funds, and 
in return, gets the help of all of 
the city bank’s experts. 

“We can render any service here 
in our small town,” explained the 
cashier, “through the aid of our 
city correspondent, which can be 
rendered by the larger banks in 
the city.” 

“I am so glad to know that,” said 
the lady, “for I have several other 
matters which I do not know how 
to handle.” 

The result was that the local 
cashier enabled her to put the 
estate in order, and served her in 
many other cases in which busi- 
ness information was needed. All 
of this was made possible through 
the use of the local bank’s city 
correspondent. 

—o— 


Foreign Traveler Found In France 


The customer of a bank went to 
the cashier one day, shortly after 
war was declared in Europe. His 
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Stories like the ones in this article 
are acceptable material for your 
Jocal paper because of their human 
interest. At the same time, they are Ss 
providing pleasant reading, they are 
helping educate readers on the 
value of your correnpondent 
connections. 


father was traveling somewhere on 
the continent. He had not heard 
from him for some time, and he did 
not know where he might be. He 
wondered if the bank could help 
him find his father so that he might 


receive aid 
America. 

The banker said that he thought 
he could help, and in just a few 
hours he had word that the cus- 
tomer’s father was in Brest, France, 
waiting for a boat to come home. 

Furthermore, he told his cus- 
tomer that arrangements had been 
made to save the father’s funds. 
Without this aid he would have 
been stripped of all his money ex- 
cept $25, before he left France. 

Naturally, the customer was 
grateful, and he could not under- 
stand how the bank could render 
such an important service in such 
a short time. 

The cashier explained how the 
trick had been performed as fol- 
lows: 

“We sold your father a letter of 
credit and also some American Ex- 
press Traveler’s checks before he 
left here, so we wired the Ameri- 
can Express Company and our 
correspondent bank in New York 
where we had arranged for the let- 
ter of credit. Both of these com- 
panies have representatives all over 
the world. 

“They wired to various places 
where they thought your father 
might be and quickly found him. 
Both institutions got the same re- 
port. 

“They immediately arranged for 
their representative in France to 
take up the funds of this traveler 
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and protect them against confisca- 
tion. The whole thing was accom- 
plished by means of our American 
Bank Correspondent System. 

“Each bank in America, no mat- 
ter how small, has a correspond- 
ent and, in some cases, several 
correspondents in the larger cities. 

“Almost every conceivable busi- 
ness service can be arranged for 
local customers through these city 
correspondent banks.” 

In the case of the foreign trav- 
eler, the local bank had arranged 
with its New York correspondent 
to prepare the letter of credit. 

A letter of credit is a document 
which a traveler carries with him, 
and which he presents to banks in 
any foreign country, or in fact, to 
any bank in America. He designates 
the amount of money he would like 
to have, signs the necessary re- 
ceipts, receives the money and pro- 
cedes to his next destination. 

This is a safe way to provide 
funds for foreign travel. Travelers 
checks are somewhat similar, ex- 
cept that they are in specific denom- 
inations, and usually in smaller 
denominations. They are used more 
for local travel. They cannot be 
cashed, if stolen, because the pur- 
chaser must countersign each one 
before it is cashed. 

On the other hand, the letter of 
credit is for a total amount. The 
owner of the letter of credit may 
draw any portion of this amount at 
any bank designated, by simply 
signing the receipt. 

In this way, he can provide for 
his entire trip before he leaves, and 


as was shown in the case quoted, 
he has considerable protection in 
his travels. In fact, he has a friend 
to whom he can identify himself 
in every city to which he plans to 
go. 

eke heed 


- 


Bank Helps Sell Navy Beans 


A farmer went to his local bank 
one day and told the cashier that 
he had a carload of navy beans 
ready to sell. 

“I’m not sure,” he said, “whether 
this is the best time to sell them or 
not. Neither am I sure whether I 
should sell them to a local buyer 
or whether there is some way that 
I can ship them direct to a larger 
buyer in the city.” 

“Give me a few days,” requested — 
the cashier, “and I'll be able to get 
you some expert advice on the sub. 
ject.” 

The next time the farmer was in 
the bank, the cashier said, “I have 
information on your bean situation. 
The market is showing an upward 
trend, and I am advised that it 
would be better for you to hold 
them for two or three weeks at 
least and when it is the best time 
to ship, you can sell them direct to 
the large handler in the city. I have 
the man’s name, and I have ar- 
ranged to have the information 
come to me regarding the market 
so that I can advise you when it 
will be best to ship.” 

“How in the world did you find 
out all of that?” asked the farmer. 

“IT simply wrote to our corre- 
spondent bank in the city,” ex- 
plained the cashier. 

“What is a correspondent bank?” 
asked the farmer. 

“Tt is one of the larger banks in 
the city in which this bank keeps 
a deposit of money. The officers of 
that bank are in touch with all 
types of business in the city, and it 
happens that one of those officers 
has several customers who deal in 
navy beans. I wrote to him, and 
told him your situation, and he 
immediately got in touch with the 
several dealers he knows. 

“So the information I have just 
given you is from an expert in the 
business. He will watch the market 
for us and when he thinks the right 
time has arrived he will either wire 
me or write me a letter. Then Ill 
call you on the phone and you can 
prepare to ship your beans.” 

It was about three weeks later 
when the local cashier called the 
farmer and told him that the time 
was ripe. The farmer shipped his 


(Continued on page 463) 
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How To Find A Perfect Secretary 


While it may be that no bank secretary can make a perfect score on these 
questions unless she was trained by the author, it is a good idea for all secre- 
taries (and their bosses) to give careful consideration to this list, for it rep- 


resents an exceptionally high standard for 


T WILL be helpful to any secre- 

tary or stenographer to go 

through the following list and 
write “no” before any to which she 
cannot answer “yes”. Then count 
the “no’s” and score as follows: 5 
“no’s”, excellent; 10 “no’s” good; 
15 “no’s”, average; 20 “no’s”, poor. 

The real purpose of this list, 
however, is to provide standards 
for secretarial technique. Don’t feel 
badly, therefore, if your score is 
not high, but study those items 
which represent a method you 
have not followed to see if you 
can’t improve your efficiency by 
using it. 


a rubber’ band 
around the used pages 
in your notebook? 

. Date your notebook in 
the lower left-hand cor- 
ner? 

. Number letters and leave 
a blank line between 
them? 

. Use a diagonal line to 
indicate that shorthand 
notes have been tran- 
scribed? 

.. Use two pages for letters 
that contain more than 
275 words? 

. Estimate length of type 
line from shorthand notes 
before beginning to tran- 
scribe? 

. Move the carriage away 
from the center of the 
typewriter when _ eras- 
ing? 

. Keep supplies, diction- 
ary, and reference books 
in convenient places near 
the desk? 

. Use the paper release 
lever for removing paper 
from the typewriter? 

. Fold waste paper instead 
of crushing? 

. Use a plain sheet of 
paper instead of letter- 
head paper for the second 
page of a two-page let- 
ter? 


By RUBYE LEE COCHRAN 


Instructor in Commerce, Morehead State 
Teachers College, Morehead, Ky. 


. Give the firm name or 


person speaking when 
answering the telephone 
instead of saying 
“Hello”? 


. Reverse your notebook 


when one side is filled. 


. Type the address on the 


envelope in the same 
style as used for the let- 
ter? 


. Type four line addresses 


with single spacing and 
three line addresses with 
double spacing? 


. Always use at least three 


lines for addresses? 


. Type the name of the 


city instead of substitut- 
ing “city” when the cor- 
respondence is local? 


. Have a complete return 


address on all corre- 
spondence? 


. Avoid the use of a line 


longer than 60 spaces for 
letters? 


. Space once after abbre- 


viations in  capitals— 
none if the abbreviations 
are small letters? 


. Spell out numbers below 


ten used as the names 
of streets and avenues— 
use figures if numbers 
are above ten? 


. Include the word “yours” 


in the complimentary 
close of every business 
letter? 


. Avoid the division of 


words on two consecu- 
tive lines? 


. Have at least two lines 


in the lasi paragraph on 
a page? 


. Avoid dividing a word 


at the bottom of a page 


efficient 


secretarial work. 


and carrying over a part 
to the next page? 


. Avoid the division of 


four-letter words? 


. Spell out figures that be- 


gin sentences? 


. Take advantage of dic- 


tator’s pauses to read 
back shorthand notes and 
supply punctuation? 


. Write unusual names and 


addresses in longhand to 
be sure of spelling? 


. Set tabular stops for in- 


dentations and_tabula- 
tions? 


. Clean your’ typewriter 


once a week and brush 
the type daily? 


. Place transcribed letters 


under the flaps of the 
envelopes (address on 
top) and turn face down- 
ward on dictator’s desk 
for signatures? 


. Type the carbon copy of 


the second page of a 
two-page letter on the 
back of the first page? 


. Clip enclosures to letters 


before presenting to dic- 
tator for signatures? 


. Strike out or circle short- 


hand notes instead of 
erasing for corrections? 


. Quietly read back last 


shorthand notes recorded 
after an interruption in 
dictation? 


. Gradually move the sheet 


on which you are writing 
upward with the left 
thumb and forefinger in- 
stead of moving your 
notebook? 


. Keep your copy opposite 


the carriage return lever? 


. Read back each typewrit- 


ten page and if necessary, 
make corrections before 
removing the page from 
the typewriter? 


. Wait until the dictator 


has finished a paragraph 
to ask questions instead 
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What Does A PERFECT Secretary Look Like? 


It should be immediately obvious, from glanc- 
ing over this page, that there is no standard of 
LOOKS for a perfect secretary. However, a 
more prolonged study of the faces above should 
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indicate that certain qualities can usually be 
expected: Poise; intelligence; alertness; a well- 
groomed appearance; and reasonably pleasant- 
looking features. 





of interrupting the line 
of thought? 

. Keep an extra pen or 
pencil within reach when 
taking notes? 

. Erase with a soft eraser 
on carbon copies and 
erase just as neatly as on 
originals? 

. Type addresses on en- 
velopes to give a bal- 
anced appearance? 

. When possible, write long 
one-page letters instead 
of two-page letters? 

. Use a folded sheet over 
the end of a manifold to 
prevent slipping when 
inserting it into the type- 
writer? 

. Leave a top margin of 
1% or 2 inches on the 
second page of a two- 
page letter and place four 
spaces between the head- 
ing and the body of the 
letter? 

. Place commas and pe- 
riods inside quotation 
marks—colons and semi- 
colons outside quotation 
marks? 

. Omit decimals and 
naughts for even money 
amounts over $10? Ex- 
amples: $4.00, $127? 

. Make the exclamation 
mark by holding down 
the shift key and space 
bar and_ striking the 
apostrophe and period in 
succession? 

. Spell out “in care of” or 
indicate it as follows: 
c/o? 

. Avoid abbreviations of 
names of states, streets, 
days, months? 

. File your used shorthand 
notebook for future ref- 
erence? 

. Use a backing sheet? 

. Use colored paper for file 
copies to facilitate sort- 
ing? 

. Spell out sums used as 
adjectives? Example: He 
lost a five-dollar bill. 

. Use a lighter touch for 
corrections and when 
striking the period and 
comma? 

. Place quotation marks 
at the beginning of each 
paragraph and at the end 
of the last paragraph 
only, when quotation 
consists of more than one 
paragraph? 


What Was YOUR 
Secretary’s Score? 


The editors of Bankers Monthly 
shall be glad to have scores made 
on this list, mailed to them, to- 
gether with any comments secre- 
taries or their bosses may have 
on the items which the secretary 
had to mark wrong. 


It is possible that these com- 
ments may develop reasons for 
using a different technique than 
that suggested. 


In sending in your score, please 
send in a list of those questions 
(by number) which you marked 
“no”, as well as your score. Ad- 
dress The Editors, Bankers Month- 
ly, 536 South Clark Street, Chicago, 
Illinois. 


. Omit the comma in fig- 
ures used with units of 
weights and measure? 
Example: It is 6 feet 4 
inches high. 

. Spell out numbers that 
refer to hours of the day, 
except when used with 
the abbreviations a.m. 
and p.m.? 

. Place notice of Air Mail 
about five spaces from 
the right margin of the 
envelope and four spaces 
under the stamp? 

. Center the carriage of 
your typewriter and 
place the chair in posi- 
tion when you leave your 
desk? 

. Avoid division of one 
letter syllables and final 
syllables of two letters? 

. Type the attention line 
between the address and 
salutation of the letter? 

. Type the firm name, in 
the complimentary close 
of a letter, in upper case? 

. Leave a bottom margin 
of at least an inch on the 
first page of a two-page 
letter? 

. Capitalize only the first 
word in the complimen- 
tary close of the letter? 

. Omit commas in page, 
policy, room, and phone 
numbers and in dates? 

. Underscore the names of 
newspapers, magazines, 
and books and place quo- 


tation marks around song 
articles, 


titles, 
poems? 

. Fold letters and _ insert 
them into envelopes in 
a way that they will be 
in the normal reading 
position when removed 
from the envelopes? 

. Cover your typewriter 
at the end of the day? 

. Place single quotation 
marks around quotations 
within quotations? 

. Take shorthand notes 
with a fountain pen? 

. Underscore words only— 
not spaces? 

. Move the left margin of 
the typewriter over to 
the point where the ad- 
dress begins and “feed” 
cards and envelopes into 
the machine when ad- 
dressing form letters and 
cards? 

. Begin’ quotations not 
given in full with small 
letters? 


and 


Suggestion Box Worth While 


Two years ago, The National City 
Bank of Cleveland installed a Sug- 
gestion Box for employees. In 
checking over the results for the 
24-month period, the bank dis- 
closed that 149 suggestions have 
been received. Of this number, the 
committee in charge deemed 29 of 
them of sufficient merit to deserve 
awards. The awards were from 
$1.00 to $5.00—$2.00 being the most 
common. They were given in some 
instances where the idea was not 
adopted, but because the employee 
had a well thought out suggestion. 
Three of the suggestions have re- 
sulted in some savings in bank 
operation. 

The committee in charge is of the 
opinion that there should have been 
more suggestions of major merit; 
however, those received were 
worth while. One intangible benefit 
from the system has been that the 
employees are now thinking def- 
initely about things they can sug- 
gest that will be for the best inter- 
est of the entire bank. 

It is the bank’s purpose to con- 
tinue the system indefinitely. 


The Government reports that an 
equivalent of over 20,000 full time 
people are being employed by the 
banks of the country to help sell 
war bonds. This is at the expense 
of the bank, without any compensa- 
tion from the Government. 
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How To Operate A Bank Library 


Here are suggestions made by an experienced librarian which may be used 


in the organization of a new library or for the improvement of the tech- 
nique of an existing library. A bank with a small library may benefit from 


T IS the primary function of a 
[ specializes library to be the 

focal point for any reference in- 
formation needed in doing the 
business of the organization which 
it serves. The larger the organiza- 
tion and the wider its fields of in- 
terest and its research needs, the 
more carefully the library must be 
equipped and organized, both as to 
reference material and as to staff, 
in order to perform this function 
efficiently and adequately at all 
times. In a large bank, which does 
corporate and personal trust busi- 
ness as well as commercial bank- 
ing, the problem of the organiza- 
tion of material is perhaps the most 
important; in a smaller institution 
the matter of selection is para- 
mount. 

A bank library obviously must 
have a good collection of material 
on the various phases of general 
banking practice, Federal Reserve 
policy, legislation, and regulations 
affecting banks—together with re- 
lated subjects such as industries to 
which new loans might be favor- 
able, possible competitive activity 
of government and other loan 
agencies, or new trends in bank in- 
vestment policies. 

If the bank does corporate trust 
business, the library will need to 
have on hand, or readily accessible, 
a good deal of legal information 
pertaining to trust indentures, re- 
organization procedure, and so on. 
If the bank retains a firm of 
lawyers with a good library, this 
technical information can be sup- 
plied there and need not be dup- 
licated by the bank library. In any 
event, it is well to keep some mate- 
rial on legal aspects of corporate 
trust work, particularly new de- 
velopments, as well as the more 
general requirements of long-run 
corporate information services, pro- 
tective committee activities, and 
corporate trust practice. 

The requirements of a personal 
trust department are similar, in 
that considerable legal information 
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these suggestions even though a full-time librarian is not employed. 


By RUTH MILLER 


Librarian, Central Hanover Bank & Trust Co., 
New York, New York 


must be available, but since the 
laws usually allow much latitude 
of interpretation, particularly with 
respect to investments, adequate 
material must be kept pertaining 
to discretionary powers of trustees. 
This includes proper forms of wills 
to insure the best results from the 
trust, estate planning, administra- 
tion and accounting, agency agree- 
ments, problems of institutional 
trusts, and so on. It is also helpful 
to have a collection of material on 
schools, hospitals, and other philan- 
thropic or non-profit institutions, 
for the use of clients planning gifts 
or bequests. : 

The phase of trust work requir- 
ing the most co-operation from the 
library is investment analysis. Ex- 
tensive files must be kept on the 
corporations and other agencies 
which do any public financing and 
the industries and activities perti- 
nent to them. These must be sup- 
plemented by a good selection of 
trade periodicals and newspapers, 
as well as corporate information 





A Suggested Personnel For 
A Large Bank Library 


l. The librarian. 
2. The cataloger. 


3. Two reference assistants— 
one for subject files and one for 
corporation material. 


4. The order librarian who 
also serves as desk librarian. 


5. Clerical assistants to do 
typing, clipping, and other rou- 
tine work. 

Note—a small library may re- 
quire one person to do all of this 
work. 





and quotation services. 

Depending, of course, on the 
amount of co-relative research 
done by the organization, it is ad- 
visable to have a rather compre-. 
hensive collection covering various 
phases of American economic life 
such as national income, price 
trends, cost of living, money, gov- 
ernment, and taxation. A set of the 
United States Statutes and laws of 
the states in which the institution 
does its business, together with cur- 
rent bills and acts, is helpful for 
officers interested in new legisla- 
tion important to their work. If the 
bank has a large Foreign Depart- 
ment, or a trust investment interest 
in the securities of foreign na- 
tionals, it is advisable to have some 
good material on banking and eco- 
nomic conditions in foreign coun- 
tries, particularly their trade and 
credit positions, and possibilities of 
industrial or agricultural develop- 
ment. , 

Add to all this some good general 
material on operation and manage- 
ment, particularly accounting, 
labor and personnel policies, and 
the library is equipped to serve the 
reference needs of all departments 
in a large banking and trust insti- 
tution. 

It may appear, from this outline 
of its possibilities, that the bank 
library has a formidable amount of 
ground to cover. Banking is one of 
the most fundamental activities of 
modern life and its interests and 
effects are diverse. But the individ- 
ual institution varies in its scope 
and its reference needs. It is the 
problem of the librarian to ascer- 
tain these needs and reconcile them 
with her budget, maintaining a 
quantity of the material most 
necessary for the proper function- 
ing of the organization, a quality 
of less important material, and 
relying on her contacts with 
libraries in the same and related 
fields to supplement the weaker 
parts of her collection. 

Usually, in a business organiza- 
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tion, greater emphasis is placed on 
keeping abreast, if not ahead, of 
current developments. Hence, the 
greater portion of the library funds 
must be spent on periodicals and 
services which will help to do this. 
Such a policy leaves a_ smaller 
amount to be spent for reference 
books, and these must be carefully 
selected in accordance with the 
needs of the organization. 


It may be helpful here to list 
important basic reference material, 
having in mind a large banking and 
trust library, but allowing for 
adaptation in a smaller institution. 


Basic Reference Material 


I. BANKING 
Annual reports of state 
banking department 
Annual reports of 
U. S. Comptroller of 
Currency 
Board of Governors of 
the Federal Reserve Sys- 
tem 
U. S. Treasury 
Federal Reserve Bulletin 
II. INVESTMENTS 
Moody’s and Poor’s man- 
uals of investments 
Fisher (formerly Scudder) 
manuals of valuable and 
worthless securities 
III. GOVERNMENT AND 
LEGISLATION 
U. S. Government manual 
State legislative manual 
Congressional directory 
U. S. Statutes (1) 
Laws of state (1) 
Federal Register 
Commerce Clearing House 
Legislative Reference Serv- 
ice (1) 
IV. GENERAL 
Munn’s_ Encyclopedia of 
Banking & Finance 
Encyclopaedia Britannica 
(or other good general 
encyclopaedia) 
Webster’s New Interna- 
tional Dictionary (2) 
Statistical Abstract of the 
U. S. 
Decennial Census of the 
U.S. (3) 
Census of Manufacturers 
(3) 
V. DIRECTORIES 
Who’s who in America 
Local who’s who 
Who’s who in Commerce 
and Industry 
Directory of Directors and 
Executives 
Rand M¢Nally Bankers 
Directory. 


VI. Periodicals 
Commercial 
Chronicle 
Bankers Monthly 

VII. INDEXES 
New York Times Index 
Industrial Arts Index 


& Financial 


(1) May be omitted if library has quick 
access to good law library. In any 
event it is well to have in the 
library the current federal and 
state banking laws. 

(2) Since much of the material in this 
dictionary is encyclopedic, it may 
be used in place of an encyclo- 
pedia in a small library. 

(3) These census publications are desir- 
able but may be omitted from a 
small collection which has_ the 
Statistical Abstract. 


How To Catalog The Library 


The cataloging of a bank library 
can be greatly simplified in com- 
parison with that done by public 
or university libraries. Each main 
card need contain only the essen- 
tial information necessary to iden- 
tify the publication, and additional 
entries are made only for the sub- 
jects most important to the library. 
Many libraries use Library of Con- 
gress cards, and, if the library does 
not have a trained cataloger, or has 
too small a staff to give time to its 
own cataloging, this will prove ade- 
quate. 


However, there are some serious 
drawbacks to using these cards, 
mainly that the cataloging, while 
very detailed, is intended for a 
general library and, too often, the 
headings assigned are not specific 
enough for a specialized collection 
and the librarian has to assign ad- 
ditional headings in order to bring 
out the material in the book im- 
portant to the collection. Then, too, 
there is usually quite a time lag 
between the publication of the book 
and the time when cards are avail- 
able, and an additional time lag 
for ordering them after they are 
printed. Some preliminary record 
of the book would probably have 
to be made while waiting for the 
cards, or new material would re- 
main dormant in the library for a 
matter of a month or two before it 
could be cataloged and circulated. 


In a business organization, this 
letter method wili not be satisfac- 
tory. So it seems that the best 
method, if it is at all possible, is for 
the library to do its own catalog- 
ing. Since the biggest part of the 
job is assigning the headings, and 
this has to be done even when 
using prepared cards, the librarian, 
can do this, and train an intelligent 


assistant to do the actual making 
of the cards. 

The subject authority can be 
drawn largely from Industrial Arts 
Index and “Banking and Financial 
Subject Headings” published by the 
Special Libraries Association. There 
are several classification schemes 
which might be used. The most uni- 
versally used, of course, is Dewey, 
but it is not very good for a finan- 
cial collection. Eliott: “Business 
Library Classification”, with modi- 
fications, is better and is expansible 
enough for the small collections 
found in most bank libraries. For a 
very large collection, the newer 
Harvard Classification of Business 
Literature is ideal, but it has a very 
complicated letter scheme, unwieldy 
to those of us who are addicted to 
a numerical scheme. 


Suggestions In The Files 


The files of a bank library are 
likely to be the biggest part of the 
collection and that most used. It is 
not necessary to catalog file mate- 
rial, but it requires careful atten- 
tion in organizing for efficient 
service. The material may be ar- 
ranged in alphabetical order, as is 
usually done with corporation files, 
or it may be classified, like the book 
collection. A classified subject file 
is preferable to an alphabetical 
arrangement because it groups 
material on related subjects to- 
gether rather than scattering it 
through the file alphabetically. It 
also obviates extensive cross-refer- 
encing. 

The best classification for a bank- 
ing and investment library, where 
the files are extensive and the sub- 
jects varied, is the Harvard clas- 
sification, which is capable of prac- 
tically infinite expansion in all its 
sections, but at the same time, is 
very easily adaptable, particularly 
in the industry and government sec- 
tions, which is where most other 
schemes break down completely. 

Ideally, the book classification 
and the subject file arrangement 
should be the same. If the librarian 
can make an adaptation of the Har- 
vard classification, perhaps con- 
densing it into 10 main divisions 
so that a numerical scheme may be 
attached for use on the book collec- 
tion, she will have an ideal arrange- 
ment and one that is useful at all 
times. We have done considerable 
experimenting with this classifica- 
tion and have found it always 
workable. A smaller library would 
find it equally so, but perhaps with 
more extensive modification. 

As we have pointed out, the best 
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arrangement for the corporation 
files is alphabetical by company. It 
is helpful to have a file index with 
an indication of whether the com- 
pany is active or not. Some record 
should also be kept of the annual 
and interim reports received and 
the companies on which material 
is kept in other files in the bank, 
particularly credit and corporate 
trust files. Valuable supplemental 
material is often obtained in this 
way, and it eliminates much dupli- 
cation of files. 


Library Statt 


Logically, the size ofthe staff 
depends on the size of the organi- 
zation and the amount of use made 
of the library. In a large library, 
the staff is usually made up as fol- 
lows: the librarian, the cataloger, 
two reference assistants—one for 
subject files and one for corporation 
material, the order librarian, and 
such clerical assistants as are 
necessary to do the typing, clip- 
ping, and other routine work. A 
smaller library may have one per- 
son covering several or all of these 
jobs, but the functions are still 
much the same. 

The order librarian is also the 
desk librarian. That is, she takes 
care of all incoming and outgoing 
material, seeing that it is properly 
checked in and routed. A competent 
person in this position can greatly 
aid the librarian in procuring new 
material for the library and in han- 
dling the details of library manage- 
ment. Her immediate responsibility 
is for the efficient operation and 
physical maintenance of the library. 

The reference assistants have 
charge of the files. They must be 
thoroughly familiar with the ref- 
erence books in the library, as well 
as with the material in their files 
and should have a good background 
knowledge of economics, banking, 
and corporation finance. They assist 
the librarian in the proper handling 
of requests for information. 

The librarian co-ordinates the 
work of the library and is directly 
responsible for its usefulness to the 
bank. She must indicate material 
to be kept, and be currently up to 
date on new developments in bank- 
ing and investments, see that 
Officers are informed of these de- 
velopments and that material about 
them in the library is adequate. 
She must be familiar with the oper- 
ation of the bank and its needs, and 
Maintain contacts with librarians 
and other sources of information in 
related fields to supplement her 


October, 1942 

























































































































The young lady is extracting a book from a shelf containing all the 46 volumes listed here- 

with. Obviously, you do not need any extensive space to set up such a basic library. The. 
complete collection of books shown here will provide a satisfactory library for a medium 

sized bank. Note also the rack of financial and technical magazines. 


own collection. She must have a 
thorough knowledge of her field, as 
well as of the fundamentals of 
library technique. 

If the library does not have a 
cataloger, the librarian, with the 
possible aid of the reference assist- 
ant for subject file material, can do 
the cataloging and_ classifying. 
Ideally, the library should have a 
full time cataloger, because it is 
difficult for the librarian, with her 
other duties, to give enough time 
and attention to the cataloging. 
This is a very specialized activity 
and needs a specially trained per- 
son devoting full time in order to 
insure a uniform and completely 
usable catalog. 

In many organizations, it is the 
policy to fill vacancies, whenever 
possible, from among the present 
employees. It should also be the aim 
of every library that all questions 
be adequately answered no matter 
who takes the request. Therefore, 


the library assistants should be 
encouraged to study and a program 
of in-service training should be 
adopted. 


A Suggested List Of Books 
For A Bank Library 


(A key to publishers will be found at 
the end of this list). 


ACCOUNTING 


Bank Accounting Practice by L. H. 
Langston; Ronald, $5. 


Bank Cost Control by Ben Young; 
Rand, $2. 


ADMINISTRATION 


Bank Management Controls by 
H. N. Stronck; Rand, $5. 


Bank Administration by H. N. 
Stronck; Rand, $2. 


AUDITING 


Auditing Theory and Practice by 
Robert H. Montgomery; Ronald, $6. 


(Continued on page 462) 
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Larger Inventories With Field Warehousing 


An investigation among banks in various parts of the country shows 
that field warehousing is being used more extensively than ever, due 
to the lack of public warehouse facilities sufficient to meet all needs, 
and to the uncertainty of the prompt delivery of inventory goods. 
Many war contracts are being financed through field warehousing. 


ECAUSE of the possibility of 

inadequate transportation 

facilities, many concerns, espe- 
cially those on both the Atlantic 
and Pacific coasts, have found it 
advisable to build up larger inven- 
tories and to provide warehousing 
space of their own for the storage 
of both finished goods and raw 
materials. 

Mr. S. Camphouse, cashier of the 
Farmers and Merchants National 
Bank of Los Angeles, outlines the 
experience among his customers, 
as follows: 

“In view of the difficulty to get 
prompt delivery of merchandise and 
materials, many of our customers 
are carrying inventories consider- 
ably larger than formerly, some of 
which are kept in field warehouses. 
No doubt the difficulty of obtaining 
shipments promptly is partially due 
to car shortages but we know of no 
instances in which the field ware- 
housing arrangement was entered 
into for the purpose of saving de- 
murrage or for releasing cars more 
promptly. 

“The principal commodities car- 
ried by our customers on ware- 
house receipt arrangements are as 
follows: Beans, grain, canned goods, 
groceries, liquors, field seeds, farm 
machinery, gasoline and _ other 
petroleum products, and canvas 
goods. 

“Companies which resort to field 
warehousing usually already have 
the space for storage facilities and 
the relationship is entered into to 
provide money rather than space, 
therefore, it would seem that, ex- 
cept in a very indirect manner, field 
warehousing would have no effect 
in reducing demurrage costs. The 
fact that there is a car shortage, 
however, has indirectly, no doubt, 
been one of the causes necessitating 
carrying of larger inventories.” 

In California 
commodity 


So important has 
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financing become in California that 
the Bank of America long ago 
established a commodity loan de- 
partment. Mr. Ivan R. Bean is the 
assistant vice president in charge 
of this department, and he has done 
much to develop the use of field 
warehouse facilities for financing 


Eight Cases Of Current 
Field Warehousing 


1. Larger inventories than 
usual are carried by some Pacific 
Coast companies in field ware- 
houses. 


2. The probability of a car 
shortage has prompted many 
manufacturers everywhere to 
buy farther ahead and to be 
prepared to store the surplus 
delivered. 


3. The lack of space in public 
warehouses has prompted some 
California concerns to set up 
field warehouses and borrow on 
the receipts. 


4. Wineries and canners have 
field warehoused containers in 
advance of their need. 


5. The Government has forced 
field warehousing on some 
canners by requiring the canner 
to store the goods indefinitely. 


6. Contractors on war hous- 
ing jobs have had to field ware- 
house building materials. 


7. Coal dealers have field 
warehoused coal in piles on 
docks or in yards. 


8. Elevators and mills have 
banking arrangements which 
keep them financed on the basis 
of grain and flour as it fluctuates 
from month to month. 


all sorts of products. With respect 
to the present situation, Mr. Bean 
says: 

“IT can think of several industries 
that have put a field warehouse on 
their premises because they feared 
transportation facilities would not 
be available in the future to as 
great an extent as in the past. An- 
other reason for going into field 
warehousing was the lack of space 
in public warehouses. I also imag- 
ine that prior to the fixing of price 
ceilings companies carried abnor- 
mally large inventories to protect 
themselves as far as possible from 
rising prices. 

“We know of many cases, such as 
the wine and canning industries, in 
which the companies have provided 
themselves with their containers 
and other materials long before 
they would normally make such 
purchases. 

“Tf a firm goes into field ware- 
house financing of its manufactured 
product it wouldn’t necessarily go 
out of the bank’s debt entirely for 
several years because it would al- 
ways carry inventory and as the 
old inventory was sold the new in- 
ventory would replace it. If the 
company established a field ware- 
house merely to carry packaging 
material, it presumably would go 
out of debt when the material was 
used. 

“We know of several canners who 
have enlarged their warehouse 
facilities partly in anticipation of 
transportation difficulties, but pri- 
marily because the government is 
buying such a large portion of the 
pack this year and is asking the 
canners to store the goods until 
delivery is required.” 


A New York Experience 


Mr. Carl H. Maar, vice president 
of the Lincoln National Bank and 
Trust Company of Syracuse, New 
York, writes that his bank has at 
least one field warehouse loan 
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which is tied up directly with war 
activity. His letter is as follows: 

“We are warehousing building 
materials for a builder who is erect- 
ing approximately 300 houses in 
connection with a war housing proj- 
ect. A field warehouse has been 
erected on the building site and the 
warehousing operation allows him 
not only to purchase materials in 
quantities to permit a lower price, 
but also assures him of having the 
necessary materials to finish various 
stages of construction as the work 
progresses. 

“In another case, a distributor of 
electrical appliances has _ ware- 
housed approximately $75,000, re- 
tail value, of commercial refrigera- 
tion. This loan has been on our 
books about two months and is 
liquidating almost daily and should 
be entirely cleaned up in another 
two months. 

“We have talked with some of 
our coal dealers and suggested a 
warehousing operation in co-opera- 
tion with the program of the War 
Production Board but so far no such 
loans have been consummated. We 
found that we were able to loan the 
good dealers without the protection 
of warehouse receipts and the poor 
dealers we did not care to loan 
anyway.” 


Anticipating Advance Deliveries 


It is quite generally known that 
the Government does not pay for 
things it orders until they have been 
made and delivered, completely 
meeting specifications. 

A manufacturer of war materials, 
therefore, must order his raw prod- 
ucts well in advance, and even 
though he specifies delivery at a 
certain time, he may be forced to 
take delivery long before that time. 
Having planned to make payment 
on the time he specified for delivery, 
he may be embarrassed if required 
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to take up a bill of lading with a 
sight draft attached, for shipments 
coming in before that time. 

For example, a manufacturer of 
airplane seats might order six cars 
of aluminum per month, to be de- 
livered two at a time, on the 10th, 
20th, and 30th. If, as often happens, 
four to six cars are spotted on his 
siding on the fifth of the month, he 
has a much bigger, financial obli- 
gation to take care of than he had 
anticipated. 

If, therefore, he has arranged 
with his local bank to accept field 
warehouse receipts, he can imme- 
diately unload the goods, avoid 
demmurage charges, and proceed 
as usual. 

The Government has given large 
orders for varidus canned goods, 
but it is not usually possible for the 
Government to give definite sched- 
ules of shipping dates and destina- 
tions in advance of production. 
Usually the wholesale grocers to 
which the pack is sold do give such 
instructions, and the canning fac- 
tory can count upon making ship- 
ments and collections at specified 
times. 

The canning industry has made 
use of field warehousing for years. 
In fact, it was one of the first to 
take advantage of this system of 
setting up a collateral while the 
goods remain on the premises of 
the owner. The canner, therefore, 
field warehouses his pack, and 
makes delivery to the Government 
when instructions are _ received, 
then making collection and paying 
his loan at the bank. 

In the elevator and milling indus- 
try, field warehousing has been 
made so flexible as to take care of 
incoming and outgoing shipments 
from day to day. 

As has been explained in these 
pages many times, field warehous- 
ing is merely the placing of goods 
in the cusotdy of a bona fide field 
warehouse company, while the 
goods remain on the premises of 
the owner. 

The field warehouse company 
guarantees the lending bank that 
the goods will not be removed 
without the bank’s release. There- 
fore, the bank has ownership of 
the goods until a release is issued, 
and it is thus fully protected, for 
the goods are commonly those 
which have a daily cash market. 
They can be readily sold with al- 
most no extra work on the part of 
bank officers, simply by turning the 
job over to a broker. 

Even though as high a percent- 
age as 80% of the value may have 


been loaned on the goods, there is 
usually adequate protection, unless 
the goods are subject to wide mar- 
ket fluctuations. In that case, the 
lending officer learns what is neces: 
sary about the market, and bases 
his percentage of loan on the prob- 
ability of market changes. 


There are field warehousing com- 
panies which operate from coast to 
coast. They have had many years 
of experience, and all of the exper- 
ience has been good. Banks have 
not lost. They have not been put to 
any special extra work, and they 
have had these additional well- 
secured loans to add to their earn- 
ings. 


Prepare For Tomorrow’s 
Loan Problems 


Wouldn't it be a good idea for the 
personal loan officers to study air- 
planes. They may find that, after 
the war, they will serve as collateral 
which will be just as important as 
automobiles. 


No Minimum-Balance Accounts 
Are Promoted 


The First National Bank of Pater- 
son, N. J., has installed a Thrifti- 
Check plan of no-minimum-balance 
checking account service. 

The First National Bank of 
Paterson was established in 1864, 
and has grown in deposits during 
the last year more than any other 
bank in the city and shows a splen- 
did earning statement. The bank 
will use newspapers on a regular 
schedule, bus cards and direct mail 
in promotion of this new depart- 
ment. 
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New Edition Of Blue Bock Shows 
Six New Highs In Statements 


The increases in deposits and Government securities, and the drop in other secu- 
rities and loans, create new problems for those officers who are trying to hold down 
expenses with increased activity and hold up profits when income is declining. 


OTAL banking resources have 

reached a new high of over 93 

billion dollars as revealed by 
the Final 1942 edition of Rand 
M¢Nally Bankers Directory, the 
Blue Book. 

At the same time, deposits are the 
highest in history; surplus is the 
highest since 1933; undivided profits 
and reserves are the highest in 10 
years; Government bonds are at a 
new total high, and invested funds 
have increased nearly three billion 
since December, 1941, but this gain 
is all in Governments. Both other 
securities and loans and discounts 
are at new lows. 

In addition to this, the tabulation 
of consolidated statements, on page 
276 of the new book, reveals two 
serious declines. The percentage of 
deposits in loans has declined to a 
little over 30% for the country as a 
whole, whereas on December 30, 
1929, the percentage was 66 2/3%. 

The percentage of total resources 
invested in Government bonds, in 
December, 1933, was only 15%, 
whereas now it has risen to 32%. 

These are serious because they 
indicate decreased earning from in- 
vested assets. 

There are some interesting con- 
trasts in individual banks. For ex- 
ample, one bank in a city of 100,000 
has only 23% of its deposits in 
loans, whereas another bank, in a 
town of only 1,600, but with a rich 
farming territory and a lending ter- 
ritory which extends at least a hun- 
dred miles in three different direc- 
tions, has loaned nearly 82% of its 
assets. 

We used to follow the general 
principle that a bank which could 
lend 50% of its deposits was in a 
good earning position. No doubt, 
that figure would be adequate to- 
day, but the fact remains that many 
banks have a much lower percent- 
age than that in loans, and a much 
higher percentage in low rate Gov- 
ernment bonds, than ever before. 


450 


Six New High Points 
In Banking 


1. Surplus is at a new high— 
highest since 1933. 


2. Undivided profits and re- 
serves are the highest in ten 
years. 


3. Deposits are the highest in 
history. 


4. Total resources have never 
before reached the new high of 
over $93,000,000,000. 


5. The banks never before 
held as large a total of Govern- 
ment bonds. 


6. Invested funds have in- 
creased nearly three billion 
since December, 1941, but this 
gain is all in Governments; 
both “other securities” and 
“loans and discounts” are less 
than December, 1941. 


Reproduced with this article is a 
summary of the consolidated state- 
ments for the past 21 years. It will 
be worthwhile for financial officers 
to study these figures for they show 
trends, and probably a comparison 
of figures of today with those of 


Two Serious Declines 


1. The percentage of deposits 
in loans has declined to a little 
over 30% for the country as a 
whole whereas on December 30, 
1929, the percentage was 66 2/3. 


2. The percentage of total 
resources in Government bonds 
in December, 1933, was only a 
little over 15%, but now it is 
32%. 


previous years will stimulate more 
aggressive action to increase the 
income from invested funds and 
other charges. 

Of course it is true that there 
were no service charges in the days 
when more than 50% of deposits 
were in loans. We have the in- 
creased income from service charges 
to add to the income from money 
loaned today, but even that addi- 
tion is not enough to give comfort 
to those who are responsible for 
bank earnings. 

It would seem, however, from the 
figures, that banks are in better 
condition to go through the war 
period this time than they were 
before. 

It would seem quite evident that 
there are not too many banks this 
time. In January, 1921, there were 
31,811. Now, the Blue Book shows 
only 15,009. 

We have not gone through an era 
of excessive bank organization as 
we did before the last war. We have 
young men in most cases in charge 
of bank operation today. These 
young men have been diligently 
searching, and with success, for 
ways to reduce expenses and facili- 
tate the work. 

For this reason, the banks today 
are able to handle a larger volume 
of business at a comparatively 
lower cost than in previous yeals. 

The very fact that banks are not 
over-loaned, is another good indi- 
cation that they are likely to come 
through the trials that are sure to 
follow the war, with fewer real 
estate loans written off. 

Also, other securities are at 3 
point lower than in any year since 
1933. This would indicate that there 
is not likely to be so much 10s 
written off on other securities. 

In addition to the figures them- 
selves, we have knowledge thal 
most bank officers realize what hap- 
pened a few years ago, and art 


(Continued on page 469 
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Lobby Flower Show 
Benefits Bank Public Relations 


Believing that more public relations work should be done, 
this bank offered its lobby to a local group of flower growers 
and the resulting show attracted 4,000 visitors in two days. 


OR some time, our management 

committee has been checking 

over the list of ideas summar- 
ized twice a year in the Bankers 
Monthly. In studying a recent sum- 
mary, the committee concluded 
that we were not up to par on 
public relations work. This stimu- 
lated the thoughts of the committee 
members and an idea developed 
which resulted in an offer to the 
Madison Gladiolus Society to allow 
the use of the bank lobby for the 
annual show. 

Naturally we were enthusiastic 
about the opportunity of holding 
the flower show in the bank. The 
attraction of a large number of 
people into the bank, we felt, 
would have a definitely humaniz- 
ing effect upon the bank’s business 
personality, and would emphasize 
the too-little appreciated fact that 
bankers, after all, are human and 


By SUSAN FALLIGANT 


Receptionist, First National Bank, 
Madison, Wisconsin 


have interests in common with 


other folks. 


To make the show possible, many 
men and women from Madison and 
neighboring communities worked 
long hours on the preceding Mon- 
day evening setting up their ex- 
hibits. A week before the show was 
scheduled to open, a special table 
display was arranged in the bank 
lobby. This display consisted of a 
fresh bouquet of gladioli, placed 
there each morning alongside the 
first place trophy awarded by the 
bank, and a poster inviting the 
public to attend the show, a photo- 
graph of which is reproduced here. 


For several days before the show, all visitors to the bank 


were greeted by this attractive announcement. 


THE PUBLIC 
i iMnuthra 
& allend te 

FIRST 


GIAL 


WR OUP libby 


TUES. At 
MHI gs 


WED. AUG 1? 
FIOM “20m 


To prepare our employees for the 
event and to put them into the 
right spirit to welcome the visitors, 
the president sent the following 
memorandum to all employees. 


Gladiolus Show! 


By tomorrow morning our main office lobby 
will have been converted into a huge flower 
garden for the first annual show of the Madi 
son Gladiolus Society. 

Three invitations have been broadcast over 
the radio to the public to attend this show 
and tonight an invitation will run in both 
Madison newspapers over the bank’s name. 

Members of the Society will begin work 
early this afternoon on setting up the displays 
and everything will be in place not later than 
9:00 A. M. Tuesday morning. Special musi 
will be furnished by phonograph, and don't 
be surprised if you hear a few tunes during 
banking hours. 

We are particularly anxious to make the 
Special Evening Showing on Tuesday from 
5:00 to 9:00 P. M. a real success. One way 
we can do this is by talking about it and 
inviting our customers and friends to attend. 

All departments on the lobby and mezzanine 
floors are asked to make a special effort to 
tidy up their quarters in preparation for the 
Tuesday evening “open house.” 

It may be that we will need to call upon 
some of our people to be present at the Tues 
day evening showing—so you may also receive 
a special “invitation.” 

The show closes Wednesday at 2:00 P. M 
Please be as helpful as you can in making 
this a successful event. 


The blossoms were judged early 
on the morning of the first day and 
prize ribbons were placed on those 
displays which won awards. These 
ribbons, together with the entry 
tags on each exhibit giving the 
name and address of the exhibitor 
and listing the variety of the flow- 
ers, added much to the interest of 
visitors. The First National Bank 
awarded a beautiful trophy to the 
top winner and hundreds of rib 
bons for other honors. The flowers 
were shown in four sections covel- 
ing single spikes of gladiolus, artis 
tic arrangements, seedlings, and 
commercial grower’s exhibits. 


A special showing was held 
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is of vital importance, too” 


b dew Recordak Single Posting brings 

you substantial savings, of course. Up 
to a third in labor... up to 40% in machine 
expenses... plus a good half in stationery. 
But equally important, in wartime, is the 
protection which Recordak provides for 
your vital financial records. 

“Compressed” on safety film by Recordak, 
your precious day-to-day records can be pro- 
tected against the wartime hazards of bomb- 
ing and fire. For a Recordak “master file on 
film” takes up less than 2% of the space 
required by the original documents... can 
be stored in the steel-and-concrete security 


One of a series on 
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of your vault. And, if you wish, a duplicate 
copy of the master film file may be sent to a 
distant bank for safekeeping. Then, should 
the original documents be destroyed, their 
invaluable contents are preserved in the un- 
damaged film records. 

But wartime protection and generous sav- 
ings are only part of the story. Recordak 
cuts down on errors, too... saves time by 
copying financial documents automatically 
and instantly ... guards your records against 
tampering and fraud. Recordak Corporation, 
Subsidiary of Eastman Kodak Company, 350 
Madison Avenue, New York, N. Y. 


RECORDAK 


wartime safety contributions 





Here is how The First National lobby looked during the evening show- 
ing. Visitors during the two days totalled nearly 4,000 persons. 


Tuesday evening and was attended 
by more than 1,500 persons. Bro- 
chures of the bank’s history, con- 
taining colored reproductions of 
murals of Madison and vicinity, by 
John Steuart Curry, which adorn 
the walls of the bank lobby, were 
distributed by a number of bank 
employees who acted as hosts and 
hostesses and assisted in creating 
a generally friendly atmosphere. 
Members of the Gladiolus Society 
were also on hand to answer the 


many questions asked by the visi- 
tors. 


Before the show closed on Wed- 
nesday, August 12, at 2:00 P.M. 
almost 4,000 visitors had filed 
through the lobby to see the ex- 
hibit. A part of the evening crowd 
is shown in the photograph. 


Soft, full-toned strains of Straus 
waltzes formed an harmonious 
background for the radiant color 
of the flowers. Long tables covered 
with beautiful spikes and artistic 
arrangements in twenty-six colors 
filled the lobby. Large baskets of 
gladioli were placed on the tellers’ 
counters and in all other available 
space. 


One of the most interesting en- 
tries was the display of E. A. Lins, 
Spring Green, Wisconsin, a veteran 
of the first World War. Mr. Lins 
started his American Legion Gar- 
den in order to be able to provide 
veterans in hospitals with flowers. 
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Before the outbreak of the present 
war, he received shipments of bulbs 


How The Idea Developed 


1. The management commit- 
tee of the bank checked its oper- 
ations against the list of ideas 
published in the previous six 
months’ issues of Bankers 
Monthly. 


2. It concluded that it should 
give more attention to public 
relations. 


3. One member heard that a 
local group of flower lovers was 
looking for a place to hold a 
show. 


4. The committee offered the 
bank lobby for the occasion. 


5. The president sent a memo 
to all employees to prepare them 
to meet the flower show visitors. 


6. Over 4,000 visitors attended 
the two-day show. 


7. Many people were made 
to realize that there is a human 
side to banking and new cus- 
tomers opened accounts. 


8. Old customers indicated a 
renewed pleasure in dealing 
with the bank. 


from Legion Posts all over the 
world, and now has about 3,200 
varieties of gladioli. He runs the 
garden on a non-profit basis and 
many of the residents of Spring 
Green aid Mr. Lins in caring for 
the flowers. 


Miss Gladys Sprecker of The 
Farmers State Bank of Spring 
Green, was also an exhibitor. She 
had 40 different displays and won 
a number of awards on her flowers. 


When the show closed on Wed- 
nesday afternoon, all of the flowers 
used in the exhibit were sent to 
five Madison hospitals where they 
were made up into attractive 
bouquets for the patients. Thus, 
these flowers brought cheer both 
to the well and to the sick. The 
hospitals and their patients were 
very appreciative and wrote let- 
ters of thanks to the bank. 


After this successful attempt at 
public relations work, Mr. T. R. 
Hefty, president of the bank, said, 
“The entire program was given for 
the enjoyment of the general public 
and was doubly appreciated for 
this reason. Sponsoring this flower 
show in the lobby of our bank was 
one of the finest things we have 
ever done. Many of the people who 
attended told us that they had 
never before been in the bank. We 
are so pleased with the results that 
we are already making plans for a 
much larger show next year.” 
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HELPING BANKS MEET WARTIME PROBLEMS 
WITH THEIR PRESENT EQUIPMENT 


POSTING AND PROVING 


PROVING PLANS FOR 
L BOOKKEEPING 


NY 
ADDING MACHINE COMPAT 


BURROUGHS DETROIT, MICHIGAN 


Send for This Booklet 


In this booklet, Burroughs offers for 
your consideration five Dual Posting 
Plans and five Single Posting Plans, 
together with important facts con- 
cerning account analysis. Each plan 
is simply and briefly described— 
forms and applications are plainly 
illustrated. This information may 
help you decide on the plan best 
adapted to meet your own indi- 
vidual requirements. It is yours for 
the asking. 


KEEP THEM BUYING 
United States 
War Savings 


October, 1942 


The rapid growth of commercial depart- 
ment activity during the past year is caus- 
ing many banks to review their posting 


and proving procedures. 


A few banks have already found that by 
altering their present posting and proving 
plan they are better able to meet the prob- 
lems set up by today’s increasing item 
volume; rising operating costs and short- 


age of trained personnel. 


To assist banks, Burroughs offers a book- 
let illustrating and describing ten posting 
plans most commonly used in _ banks. 
A study of these plans might be helpful 
while you are reviewing your present com- 
mercial department posting and proving 


procedure. 


BURROUGHS ADDING MACHINE COMPANY 
DETROIT, MICHIGAN 


Burroughs 





Official Information On Current FHA Loans 


Here is the latest information needed by loan officers who wish 
to expand their real estate loans and adhere to all regulations. 


OUND outlets for short-term 
S investments are being found 

by many financial institutions 
in advances for home repairs, main- 
tenance and conversion. Such activ- 
ity has minimized the impact of 
restrictions placed on new home 
building by the necessity for con- 
servation of critical materials. 

The purchase of well-built exist- 
ing homes has also come to the 
front in recent weeks, offering a 
further field for sound financing. 

Through its widespread organ- 
ization the Federal Housing Ad- 
ministration has directed its efforts 
at these two phases of operations 
now: 1. repair, maintenance and 
conversion of existing homes so 
that the country’s 80-billion dollar 
investment in its homes might not 
suffer and 2. recognition of the fact 
by potential home buyers that there 
are many old but well-built homes 
in their communities which com- 
pare well with new structures in 
design and soundness. 

Lending institutions are finding 
good opportunities for participation 
in these phases of FHA’s operations 
in a program both patriotic and 
revenue-producing at the same 
time. 

Under Title I, FHA’s phase of 
operations concerned directly with 
repairs, alterations and conversions 
into additional living quarters has 
produced a striking record. 

From the time the agency was 
started in 1934 through the first six 
months of 1942, a total of 3,928,961 
Title One or “Property Improve- 
ment loans” as they are more pop- 
ularly called, were made by the 
more than 5,000 qualified lending 
institutions throughout the country. 
The amount involved in these loans 
is $1,616,047,341. 

One in every nine existing prop- 
erties in the country has been 
repaired or modernized with the 
proceeds of a short-term Property 
Improvement loan insured by FHA. 

Many lending institutions have 
had considerable satisfactory ex- 
perience with FHA Title I oper- 
ations. 

FHA’s operations under Title I 
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By TOM ZENER 


Field Representative, Public Relations Division, 
Federal Housing Administration, Chicago 


were recently given additional 
momentum. A simplified order was 
issued which empowers lending in- 
stitutions to decide whether a pro- 
posed remodeling project is “war 
housing,” thus exempting it from 
the Regulation “W” Federal Re- 
serve System restrictions. Lending 
institutions are, of course, to use 
good judgment and good faith. 

It is most likely, however, that 
the major portion of such type of 
loans will be made for home main- 
tenance and essential repairs. Such 
jobs, which do not change the 
structural design of a home are 
permitted without further author- 
ization under the WPB Construction 
Conservation Order L-41, provided 
the work does not involve buying 
critical materials for which a WPB 
preference rating order is needed. 

A summary of the situation shows 
this: essential repairs and home 
maintenance may be financed 
through Title I loans in amounts up 
to 2,500. Such loans are subject to 
Regulation “W”. Loans for remod- 
eling or converting existing struc- 
tures in designated war industry 
areas to provide additional living 
units for war workers may involve 
amounts up to $5,000 and with 
longer terms up to 7 years. 

An additional recent amendment 
in connection with Title I opera- 
tions is concerned with the prob- 
lem of converting  oil-burning 
equipment to coal consuming 
equipment in those areas in which 


Type of institution originating 
mortgages 


National banks 

State banks 

Savings and Loan Assns 
Mortgage companies 
Insurance companies 
Savings banks 

All others 


New homes 
Inside Outside 


shortage of fuel-oil may become 
acute next winter. In these in- 
stances, Regulation “W” is not 
operative, consequently allowing as 
long as three years for home own- 
ers financing the conversion of oil- 
burning equipment to coal or other 
fuel-burning devices. The installa- 
tion of improved insulation, storm 
doors, storm windows and weather 
stripping can be financed through 
this Regulation “W”—exempt phase 
of FHA’s Title I. Three years are 
thus allowed for the repayment of 
such loans. 


Considerable attention is now 
also being given to another phase 
of FHA’s current operations: that 
concerned with the purchase of 
homes under Title II. New home 
construction has been virtually cut 
to a minimum and is restricted to 
construction for actual war work- 
ers in war industry areas. There is, 
therefore, a very definite trend for 
the purchase of existing sound 
homes. About 1100 applications 
have been filed each week during 
the recent past for FHA insur- 
ance on loans to finance existing 
home properties. In the first six 
months of 1942, a total of 21,368 
American families finished plans 
for the buying of existing homes 
under the FHA plan. The mortgage 
volume was $93,892,210. 


Since the start of the FHA pro- 
gram in 1934, more than 360,000 
families have used this tested 
method of home financing to buy 
sound existing properties. The in- 
sured loan volume approximates 
$1,450,000,000. In fact, in some 
areas of the country, FHA does a 
larger volume of business in insur- 


Percent distribution 
Existing homes 
Inside Outside 
26.2 26.5 
21.6 23.8 
8.7 15 
212 20.1 
14.0 12.6 
9 4.8 
7.4 4.7 
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ance of mortgages on existing prop- 
erties than it does on new homes. 

The same protective influences 
are operative in this type of financ- 
ing. Monthly payments include 
interest and mutual mortgage in- 
surance premiums as well as a 
reduction of the principal, taxes and 
hazard insurance. The interest rate 
is limited to 4% per cent on reduc- 
ing balances, plus the FHA mort- 
gage insurance premium of '% of 1 
per cent. 

The following table will give 
some light to the matter of the type 
of institution originating mortgages 
on both new and existing homes. 
This is for the period through 1940, 
and shows the percentages on “in- 
side” and “outside” of the 140 
metropolitan areas of the country 
over 50,000 as defined by the Cen- 
sus Bureau: (Table on page 456). 

Local FHA offices can supply any 
additional information required. 
Also, they are equipped and pre- 
pared to co-operate in the formu- 
lation of any plans looking toward 
the sound promotion of either 
phases of the agency’s more active 
operations at this time. Also, for 
any institution which may not be 
qualified to operate under Title I 
or approved for Title II operations, 
the local FHA offices can also sup- 
ply complete details. 


Bank Established For 
Government Employees 


At the request of the War and 
Treasury Departments, the First 
and Merchants National Bank of 
Richmond will start the operation 
of an office in Arlington, Virginia, 
on Thursday, August 20. 

The office, according to H. Hiter 
Harris, president of the bank, will 
be in the new War Department 
Building, also known as the Pen- 
tagon Building, which now is in 
course of construction. When the 
structure is completed, it will be 
the largest office building in the 
world. 


The Arlington office, is being 
established for the purpose of cash- 
ing checks of Government em- 
ployees who work in the building. 
They already number 15,000 and 
are expected to reach 40,000 or 
more upon completion of the struc- 
ture. The office will be the means 
of saving the War Department 
Many man-hours of work, now lost 
by employees attending to their 
banking needs. 
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VERY man and wom- 
an at Hammermill is 
honored that our com- 
pany has earned the 
coveted Army-Navy Pro- 
duction Award. Honored 
that our ‘know-how’ in 
making and delivering 
aper is helping America 
in its war effort. Each of 
us is pledged to look 
upon the ‘E’ badge that 
we wear and the ‘E’ flag 
that we fly not only as a 
reward for the past but 
as a challenge and an in- 
spiration for the future.” 
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Committee Reports Favorably 


On Photographing Stored Records 


Advantages of filmed records were pointed out by a special committee 
of the Auditor’s Section of the District of Columbia Bankers Association 
after a long study. The report, of which significant extracts are pub- 
lished here, was presented to the D. C. Bankers Association at its annual 
meeting in 1941 by Ralph Endicott, chairman of the special committee. 


HE subject of old record de- 

struction has been before a 

special committee of the Audi- 
tor’s Section of the District of Co- 
lumbia Bankers Association for a 
number of years. In 1936, a report 
on this subject was considered by 
the association of sufficient impor- 
tance to be included in the proceed- 
ings of the annual convention. 

In the first report, it was pointed 
out that, in the absence of any 
legislation of a protective nature 
applicable to District of Columbia 
banks, the Association should fol- 
low the action of several of the 
state associations and endeavor to 
have the Congress pass a law which 
would limit the time that a deposi- 
tor could make claim on a bank 
after a statement of account had 
been rendered. 

On April 5, 1939, a bill known as 
S. 794 was enacted. Most of the pro- 
visions of this bill are designed to 
protect District of Columbia banks 
and’ trust companies from unjust 
claims and liabilities by removing 
certain inequities and unreasonable 
responsibilities from the existing 
bank-depositor relationship. 

Section 3(a) of the act provides 
that 

“No bank or trust company do- 


OFFICIALLY APPROVED 


ing business in the District of Co- 
lumbia, which has paid and charged 
to the account of a depositor any 
money on a forged, altered, or raised 
check issued in the name of said 
depositor shall be liable to said de- 
positor for the amount paid thereon 
unless either 1. within one year 
after notice to said depositor that 
the vouchers representing pay- 
ments charged to the account of 
said depositor for the period dur- 
ing which such payment was made 
are ready for delivery, or 2. in case 
no such notice has been given, 
within six months after the return 
to said depositor of the voucher 
representing such payment, said de- 
positor shall notify the bank or 
trust company that the check so 
paid is forged, altered, or raised.” 

The limiting of this form of lia- 
bility relieves the banks of the need 
to keep records pertaining to gen- 
eral deposit accounts for indefinite 
or long periods and the records 
affected are of the type which create 
a storage problem because of the 
volume. 

The American Bankers Associa- 
tion has pointed out that: 

“A sound destruction program 
takes into consideration the actual 
need for each record, the statute of 


A SPACE SAVER 


limitations of the state in which the 
bank is located, the Federal require- 
ments, and the historical value of 
the records. However, due to diver- 
gence in the laws of the various 
states limiting the time within 
which suits or various claims may 
be started, it is impossible to draft 
a uniform destruction schedule. 
Therefore, before putting any de- 
struction schedule into effect, a 
bank should refer the proposed 
schedule to its counsel for review 
and approval.” 

Nomenclature of items created a 
problem for the Committee. It was 
realized that, in connection with 
loan and discount records, for in- 
stance, because a number of dif- 
ferent systems are in operation, the 
journal or register may be a by- 
product of the liability ledger or 
may be a book of original entry. 
The same may apply to general 
ledger records. Some banks main- 
tain a general journal, some rely 
entirely on the general ledger 
ticket for full information, merely 
carrying control totals on the Gen- 
eral Ledger, and others write com- 
plete descriptions in the General 
Books. Then fanfold form systems 
are used to create several identical 
copies in one operation, obviously 
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Four Benefits Of 
Filmed Records 


1. The Congress has recog- 
nized film records as of the same 
authenticity as original docu- 
ments, for a document with its 
official signatures, if any, could 
not have been photographed 
unless it existed. 


2. State legislatures in the fol- 
lowing states have already 
enacted laws giving film a simi- 
lar status to the original docu- 
ments: Maryland, Virginia, Ohio, 
Pennsylvania, Connecticut, New 
Jersey, and New York. 


3. It is estimated that 98% of 
the space necessary to store 
records will be saved by using 
films. 


4. The Bureau of Standards of 
the U. S. Department of Com- 
merce has published findings 
which indicate that films now 
used have lives which are prob- 
ably longer than any other rec- 
ord media now in common use. 


it would be sufficient to preserve 
one copy a proper length of time 
and schedule others for early de- 
struction, 


These are only several of the 
conditions which make it necessary 
for each bank to review carefully 
its own records before arriving at 
a final destruction policy. 


The photographing of records for 
the purpose of economizing on 
space is now becoming common 
practice and we believe is worthy 
of consideration by the D. C. Bank- 
ers Association. Maryland, Virginia, 
Ohio, Pennsylvania, Connecticut, 
New Jersey, and New York are 
states in which legislation has been 
enacted, according to photographic 
records of documents the same 
status as the original record. The 
Congress of the United States has 
also acted in this direction. 

The New Jersey law applying to 
banks is as follows: 

“Any bank or trust company, 
(any savings bank in Bill No. 195) 
in the conduct of its business, may 
make a photographic copy of any 
of its documents and records relat- 
ing to the accounts of its depositors 
and the operation of its business, 
other than its notes, bonds, mort- 
Sages and other securities and in- 
vestments, and may substitute the 
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copy for the original thereof. There- 
after the copy, or a positive print 
thereof if the same be a negative, 
shall be deemed for any and all 
purposes to be an original counter- 
part of the original thereof, and the 
bank or trust company may destroy 
or otherwise dispose of the origi- 
nal; but no copy of any deposit slip 
or withdrawal order relating to the 
account of any depositor shall be 
deemed to be an original counter- 
part of the original thereof until six 
years after the date appearing on 
the original, which date shall be 


INCE THE organization of this 
Bank in 1863, it has continuously 
carried United States Bonds as an 
Experience gained in 
buying and selling Government 
issues makes the service of our 
Bond Department of special value 
in connection with the issues of 


UNITED STATES 
TREASURY BILLS 
AND CERTIFICATES 
OF INDEBTEDNESS 


Inquiries by telephone, wire, or mail 
are invited, and quotation sheets will 
be mailed on request. 


Telephone Franklin 6800 — LD 92-93-313 
Teletype CG 987 


The First National Bank 
of Chicago 














deemed to be the date appearing on 
the copy. 

“Nothing in this section contained 
shall be deemed to apply to any of 
the documents and records relating 
to transactions by or with a bank 
or trust company in a fiduciary 
capacity, except documents and 
records in its banking department 
relating to accounts which the bank 
or trust company, as fiduciary may 
maintain as a depositor in its bank- 
ing department.” 

As it has been estimated that an 
average of 98% saving in space may 
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Historical Banking Oddities 


OBABLY THE WEST’S FIRST USE OF PAPER MONEY 
DATES FROM THE MOORISH SIEGE OF ALHAMBRA, 


SPAIN, IN THE 


1400’‘S, WHEN THE FORT’S COMMAN- 


DER, COUNT DE TENDILLA, LACKING GOLD TO PAY HIS 


GRUMBLING SOLDIERS, 


GAVE THEM SIGNED 


“1.0.U'S” 


AND ORDERED TOWNSPEOPLE TO HONOR THEM AS MONEY 


be obtained by photographing rec- 
ords, the legalizing of this outlet for 
the destruction of voluminous old 


original records seems desirable. 
This is especially true as there 
seems no immediate likelihood of 
obtaining a law applicable to the 
District of Columbia authorizing the 
destruction of certain specified 
bank records after a set time. 


With regard to the life of film 
records, it should be reported that 
after exhaustive tests to try to de- 
termine the limit of life of acetate 
film records, the Department of 
Commerce, Bureau of Standards has 
published findings which indicate 
that films have unusually long lives, 
probably longer than other record 
media now in common use. In fact, 
the report went as far as to state: 


“While it is not possible to pre- 
dict the life of acetate film from 
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these results, the data show that 
the chemical stability of the film, 
with respect to oven aging, is 
greater than that of papers of max- 
imum purity for permanent rec- 
ords.” 


32% Have No Wills 


(Continued from page 439) 
and trustees of their appointment; 
and in relatively few cases delib- 
erately to let their estates pass 
under the intestate laws. 

If there is any percentage result 
in this list that we would think is 
low, it is that of Will-making it- 
self. However, a great many per- 
sons who said they had not made 
Wills indicated that they had taken 
other steps. 

It is, therefore, in the answers to 
question 6, in its various subdivi- 


sions, that the most interesting 
answers appeared. So many im- 
portant points were raised that we 
believe you might like to know 
some of the answers we got and 
learn our reaction to them. 


The Matter Of Delay 


Of those who have not made 
Wills, the highest percentage was 
that of persons who apparently 
realize the importance of making 
a Will, but who for some reason 
have not “got around to it.” That 
this is not entirely because of in- 
dolence or neglect, however, is 
indicated by the following replies: 

“Undecided. 

“I’m not sure how 
divided. 

“My estate would be tied up in 
a business as a partnership and 
real estate holdings as a corpora- 
tion. It is difficult to arrive at 
values. (Our comment: Have you 
investigated the possibilities of a 
business insurance trust?) 

“A change in financial position 
made me put it off. 

“Hadn’t thought about it. 

“Because it is not signed.” (Our 
comment: Very much to the point. 
A Will that is made but unsigned, 
like a Will that is lost, is the same 
as no Will at all.) 


I want it 


Insufficient Property 


In reply to the second largest 
group of those who have not made 
Wills—because of insufficient prop- 
erty to make a Will worth while— 
we would make two comments. 

First, it is our experience that 
the smaller the estate, the more 
important it may be to take par- 
ticular care in passing it on. By that 
we mean that no step should be 
overlooked that would help hold 
estate shrinkage to a minimum. 
Thoughtful consideration of a Will, 
even though a Will may not ulti- 
mately be used, should allow all 
avenues of economy to be explored. 

Second, should an estate be so 
small that one had only a few 
keepsakes and other personal items 
to leave, the absence of a Will 
might prevent their going to some 
one who might ordinarily expect 
to receive them or who might most 
appreciate them. In short, we would 
say that a Will or some other posi- 
tive act disposing of property is 
the part of wisdom. Not the amount 
of property you leave, but seeing 
that it reaches the right hands 
without delay, disputes or unneces- 
sary shrinkage, is the thing that 
seems important to us. In the latter 
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connection we received, aside, these 
comments: “If values keep decreas- 
ing, may have to tear up the Will. 
... Under present trends, may be 
little left for distribution.” 


“Other Reasons” For No Will 


First among “other reasons for 
not making a Will” was that life 
insurance arrangements made a 
Will unnecessary. “Life insurance 
is my most valuable asset, and is 
well organized,” said a_ typical 
reply. Another person said he was 
using a Life Insurance Trust. An- 
other, “Practically all in insurance 
payable to direct berieficiaries.” 
(Our comment: If everything is 
covered, fine.) 

Another reason for “no Will” 
which cropped up frequently was 
the use of a joint bank account and 
joint ownership of real estate and 
securities, with the survivor taking 
all. This practice may at one time 
have been effective in minimizing 
tax shrinkage. Recently, however, 
it has received considerable atten- 
tion as legislators have attempted 
to plug so-called “tax loopholes.” 
As a result it is possible that the 
value of joint ownership as a means 
of achieving tax economies is now 
considerably overestimated. Here 
is a subject on which, in our opin- 
ion, the advice of an attorney is 
particularly important. 


Safety To Be Promoted 
In Industrial Plants 


In order to greatly increase the 
safety activity of the National 
Safety Council, W. C. MacFarlane, 
president of Minneapolis-Moline 
Power Implement Company, has 
been appointed chairman of the 
farm machinery division to raise 
funds for increased safety work. 


So critical is the rising number 
of accidents both on and off the job, 
with subsequent interruption in the 
flow of war effort, that the proposed 
program must extend safety-prac- 
tices not only to industry but even- 
tually to all homes, schools, traffic 
centers, civic bodies and individual 
citizens. 


Already a thirty-year-old force 
in accident prevention in this coun- 
try, the National Safety Council is 
well equipped to bring about the 
rapid expansion of safety activities. 
In addition to its own corps of 
trained experts and volunteer mem- 
bers, it is fortified with full co- 
operation from local safety councils 
and other public and private safety 
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Emergencies 
Accentuate the 
Personal 
Relationship 


Because the annual convention of the 
American Bankers’ Association will not be 
held this year we regret that we will not 
have the opportunity to see as many of 
our friends as in the past. 


It has been our experience that the close 
contacts established at these gatherings 
have made it possible for us to render a 
more understanding service to our bank 
customers, especially when anything out 
of the ordinary develops. 

We sincerely hope that when you have 
occasion to be in Philadelphia you will 
stop and see us, so that we may strengthen 
the personal friendships which have proven 


so helpful in the past. 


EVAN RANDOLPH, 


President 


PHILADELPHIA 
NATIONAL BANK 


ORGANIZED 1803 


PHILADELPHIA, PA. 
Resources over $650,000,000 


Member of Federal Deposit Insurance Corporation 


organizations. 5,413 member com- 
panies and 25,000 plants already 
employ its services. 

The immediate objective of the 
War Production Fund is the in- 
stallation of safety programs in 
171,000 industrial plants and the 
launching of a safety plan to reach 
15,000,000 industrial workers and 
their families. Funds for this vast 
undertaking must come from volun- 
teer sources inasmuch as the Na- 
tional Safety Council is a non- 
profit organization. The minimum 
figure set for a program covering 


the next two years, is $5,000,000, 
this to be raised by subscription 
from major business and industrial 
firms—a relatively small sum in 
contrast to the immense savings in 
human misery and in man-hours 
for war production which such a 
fund can bring to realization ... 
with Victory the paramount objec- 
tive of the entire industry. 


Business firms don’t hire extra 
bookkeepers to run an extra copy 
of a customer’s statement; is it 
necessary for a bank to do it? 
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How To Operate A Bank 
Library 





(Continued from page 447) 


CREDITS 


Assignment Of Life Insurance 
Policies As Collateral Security by 
Robert C. Tait; Graduate School, $2. 
Appraiser And Assessors Manual, 
by Prouty, Collins and Prouty; 
McGraw, $5. 

Bank Loan Management by 
Stronck & Eigelberner; Rand, $2. 
Bank Loans On Statement And 
Character by Mahlon D. Miller; 
Ronald, $6. 

Handbook On Bankruptcy, by A. 
Lincoln Lavine; Professional Publica- 
tions, $2.75. 

How To Judge A House Govern- 
ment Printing Office, 10 cents. 

How To Read A Profit And Loss 
Statement by Herbert G. Stockwell; 
Ronald, $4.50. 

The Practical Operations Of A 
Small Bank’s Credit Function, by 
John Wetzel; Bankers, $1.75. 


DIRECTORS 


The Bank And Its Directors by 
Craig B. Hazlewood; Ronald, $3.50. 


FILING 


How To File And Index by Bertha 
M. Weeks; Ronald, $2.50. 


INFLATION 
How To Check Inflation by John 
M. Clark; Public, 10 cents. 


Seven Kinds Of Inflation by Rich- 
ard D. Skinner; McGraw, $2.50. 


INSTALLMENT CREDITS 
Vhe Automobile Loan Business 
by William Luftig; Information, $3.50. 
Commercial Banks And Consumer 


Installment Credit by John M. 
Chapman; National, $3. 


Consumer Credit and Economic 
Stability by Rolf Nugent; Russell, $3. 
Marketing Used Automobiles by 
Theodore H. Smith; Bureau, $3. 
Small Loans—An Investment For 
Banks by Walter B. French; Bankers, 
$1.50. 


INVESTMENTS 
Investment And Business Cycles 
by James W. Angell; McGraw, $3.50. 
Investment Policies For Commer- 
cial Banks by J. Harvie Wilkinson; 
Harpers, $2.50. 
Principles of Investment by James 
C. Dolley; Harpers, $3.50. 
Public Utility Security Analysis by 
Childs and Woodbridge; Barron's, 
$1.50. 


LAWS 


Banking Law Journal Digest Bank- 
ing, $6.50. 
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MISCELLANEOUS 


The A.B.C. of The Federal Re- 
serve System by Edwin W. Kem- 
merer; Princeton, $2.50. 
Encyclopedia of Banking and 
Finance by Glen E. Munn, Bankers, 
$12. 

Money, Currency, And Banking 
by Harold L. Reed; McGraw, $3.75. 


OPERATION 


Simplified Banking Forms and 
Procedure by Bank Management 
Commission; A.B.A. 


PERSONNEL 


Current Policies In Personnel Re- 
lations In Banks by Helen Baker; 
Princeton, $1. 

Employee Relations Policies: How 
To Make Them Specific by G. B. 
Hattersley; American, 50 cents. 

New Responsibilities Of The Per- 
sonnel Executive by Dietz, Patter- 
son, North, and Zimmerman; Ameri- 
can, 50 cents. 


PUBLIC RELATIONS 


Public Relations For Banks by Ray 
A. Ilg, Harper, $3. 


Constructive Customer Relations 
A.B.A., $1. 


Faces—How To Read Them by 
John Spon; Chemical, $3. 


How To Understand Banks by John 
Y. Beaty; Business, $2.50. 


Human Relations In Banking by 
Paul W. Ivey; Prentice, $1. 
RECORD STORAGE 


Minimum Retainment Periods For 
Bank Records Chicago Bank Audi- 
tors Conference, 50 cents. 


SAFE DEPOSIT .. 


Safe Deposit Operation and Man- 


~ agement Bankers. 


SECRETARIAL WORK 


Secretarial Efficiency by Faunce 
and Nichols; McGraw, $3.50. 


TRUST DEPARTMENT 


The Work Of Corporate Trust 
Department by Page and Gates, 
Prentice, $5. 

Minimizing Death Taxes by Win- 
slow and Clark; Commerce, $1. 
Minimizing Taxes'‘On Income and 
Estates by Lowe and Wright; Bar- 
rons, $2. 

Trust Business In Common Law 
Countries by Gilbert Thomas Ste- 
phenson; A.B.A. 


Key To Publishers 


A.B.A.—American Bankers Associa- 
tion, 22 E. 40th St., New York. 


American—American Management 
Association, 330 W. 42nd St., New 
York. 





Bankers—Bankers Publishing Com. 
pany, 465 Main St., Cambridge, 
Mass. 


Banking—Banking Law Journal, 465 
Main Street, Cambridge, Mass. 


Barron’s—Barron’s Publishing Co, 
Inc., 30 Kilby St., Boston, Mass. 


Bureau—Bureau of Business Research, 
Ohio State University, Columbus, 
Ohio. 


Business—Business Publications, Inc. 
332 S. Michigan Avenue, Chicago. 


Chemical—Chemical Publishing Co., 
148 LaFayette, New York, N. Y. 


Chicago Bank Auditors Conference, 
c/o R. Ostengaard, Livestock Na- 
tional Bank, Chicago, IIl. 


Commerce—Commerce Clearing 
House, Inc., Chicago, Illinois. 


Government Printing Office, Wash- 
ington, D. C. 


Graduate—Graduate School of Bank. 
ing, 22 E. 40th St., New York. 


Harpers—Harpers and Brothers, 49 E. 
33rd St., New York. 


Information—Business Information 
Service Bureau, 250 W. 57th St., New 
York. 


McGraw—McGraw-Hill Book Co., 330 
W. 42nd St., New York. 


National—National Bureau of Eco- 
nomic Research, 1819 Broadway, 
New York. 


Prentice—Prentice-Hall, Inc., 70 Fifth 
Avenue, New York. 


Princeton—Princeton University Press, 
Princeton, N. J. 


Professional Publications, New York. 


Public—Public Affairs Committee, 30 
Rockefeller Plaza, New York. 


Rand—Rand McNally & Company, 
536 S. Clark St., Chicago. 


Ronald—Ronald Press Company, 15 
E. 26th Street, New York. 


Russell—Russell Sage 
New York. 


Foundation, 


Long Term Credits Granted 
For Home Insulation 


Removal of credit restrictions on 
home insulation, as announced by 
the Federal Reserve Bank Board, 
will result in greatly increased 
business for contractors, applica- 
tors, building supply dealers, and 
banks, leaders in the industry are 
predicting. 

Under the heading “Fuel Con- 
servation Credits,” Amendment No. 
6 to Regulation “W” of the Federal 
Reserve Bank Board removes from 
credit restrictions financial arrange- 
ments made for the purpose of 1. 
the conversion of heating equip- 
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ment to the use of any other fuel, 
2. the installation of loose-fill, 
planket, or batt-type insulation, or 
insulating board, within existing 
structures, 3. the installation of 
storm doors, storm windows, or 
weather stripping, or 4. the pur- 
chase of materials for any of the 
above purposes. 


“This far-sighted and timely 
modification of time payment regu- 
lations will enable thousands of 
householders to fortify their homes 
against a war-made fuel shortage 
and reduce consumption by as much 
as 50 per cent,” says Wharton Clay, 
secretary of the National Mineral 
Wool Association. “The ruling per- 
mits homeowners to apply insula- 
tion and other fuel conservation 
measures and pay for them out of 
the resultant fuel savings.” 


The Federal Housing Administra- 
tion is now insuring loans for insu- 
lation with no down payment and 
on a 36-months credit extension, 
while the time is unlimited if the 
loan is negotiated between a lender 
and borrower without FHA insur- 
ance. A 7-year period is allowed 
under FHA for improvements, in- 
cluding insulation, that qualify a 
dwelling for classification as “war 
housing.” Under average climatic 
conditions, insulation adequate to 
preserve normal comfort under a 
50 per cent fuel oil rationing pro- 
gram will pay for itself out of fuel 
savings in from three to five years. 

Potential fuel savings through 
insulation of existing houses are 
said to amount to $1,000,000,000 
annually. In terms of transporta- 
tion, this would release 2,000,000 
car loads of coal and 500,000 tank 
car loads of oil for war purposes. 
Since every possible transportation 
facility is needed for war produc- 
tion, the wisdom of the relaxed 
credit ruling on insulation and other 
“home fortification” methods is 
obvious. 


All plants operated by the min- 
eral wool industry are working at 
full capacity to meet the increased 
demand for insulation. Since no 
critical materials are employed in 
its manufacture, no shortage is ex- 
pected to develop. 


Let Customers Know 
About Correspondent 
Services 

(Continued from page 441) 
beans as suggested by the officer of 
the city correspondent, and he 
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TO SERVE YOU IN ONE OF 
THEGREATEST 
“ARSENALS OF DEMOCRACY” 


To its correspondents, Bank of America has long 
afforded a statewide service for the efficient han- 
dling of all California transactions. 

But today as California takes its place as one 
of the greatest ““Arsenals of Democracy,” Bank of 
America service offers even more to you and your 


customers. 


The 495 branches of this bank have intimate 
customer relationships with the men who direct 
the vast war efforts of California business, industry 


and agriculture. 


Bank of America serves all of California, and 
it can serve you and your customers anywhere in 


California. 


Bank of America 


NATIONAL {8¥STAS2 ASSOCIATION 


MEMBER . . . FEDERAL RESERVE SYSTEM — FEDERAL DEPOSIT INSURANCE CORPORATION 


Complete Banking Facilities in Each of 495 Branches in 307 California Communities 
Commercial - Savings - Trust - Safe Deposit 
Main offices in two reserve cities of California .. . San Francisco - Los Angeles 


Serves you best in the West”’ 


Blue and gold BANK of AMERICA TRAVELERS CHEQUES are 
available through authorized banks and agencies everywhere. 
Carry them when you travel. 





netted about $200 more on the car- 
load than he would have received 
if he had sold the beans earlier. 

The point of the story is that a 
local bank, through its city corre- 
spondent, can get expert advice on 
the sale of any farm commodity, 
and can help a local farmer find 
a buyer with whom he can prob- 
ably make the best deal. 

The Correspondent System of 
Banking in America, makes it pos- 
sible for any bank anywhere to get 
first-hand information about any 


subject in any locality. 
—o— 


Banks Co-Operate In Lending 


A manufacturer in a small town 
needed an extra large loan. When 
he discussed the amount with his 
local cashier he learned that the 
loan was too big for the size of the 
local bank, for banks are limited 
in the amount they can lend to one 
borrower by the total of their capi- 
tal funds. 

“However,” said the cashier, “we 
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can take care of your situation very 
nicely. We can get our correspond- 
ent bank in the city to take a large 
part of your loan, and we will carry 
as much as the law allows. In this 
way you can go right ahead with 
your plans and have all your deal- 
ings right here in our bank. 

“Well,” said the treasurer of the 
local company, “that is mighty nice, 
but how does it happen that you 
can arrange matters that way.” 

“It is because,” explained the 
cashier, “we have a correspondent 
in the city and that correspondent 
is glad to co-operate with us in 
serving our local customers in every 
way we can. 

“We keep a deposit balance in 
our correspondent bank, and that 
makes its officers willing to per- 
form any service they can for our 
customers. 

“It is common practice for one 
correspondent to co-operate with 
another in this way, and we are 
glad to make the arrangements for 
you.” 

Needless to say, the plan was 
followed with the result that the 
local banker had no more work in 
arranging for the larger loan than 
he would have had in arranging 
for a smaller loan at his own bank. 

It enabled him to carry out his 
plans for expansion, with the result 
that he increased his profits and 
still he did not have to open a new 
bank account in a larger institu- 
tion. 

This is one of the many services 
local banks can perform as a result 
of the American Correspondent 
System of Banking. All of the 
services available in large city 
banks are just as readily secured 
through smaller local institutions. 


Long Distance Restrictions Asked 


If you want to help Uncle Sam 
win this war, resist that impulse to 
call your Aunt Susie back home by 
“Long Distance.” And “please don’t 
call Washington.” 

That appeal comes direct from 
the telephone company. 

America’s long distance telephone 
lines are terribly busy these days 
carrying vital messages for the gov- 
ernment, Army, Navy and thou- 
sands of industrial plants turning 
out war material. 

Even though capacity of the 
nation’s voice highways has greatly 
expanded in the last three years, 
the great surge of calls resulting 
from the war effort overcrowds the 
main lines. To provide enough cir- 
cuits to meet the demand would 
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require more and more copper and 
other materials that are today 
vitally needed to make shells and 
planes. 

We can all help by not using 
“Long Distance” unless the call is 
urgent, or has to do with the war 
effort. Even urgent calls should, if 
possible, be confined to the hours 
of noon to 2 p.m., 5 to 7 p.m., and 
after 9 at night. 

We're also asked on our local 
calls to be brief, especially on party 
lines. 


Largest Loan Made By 
14 Banks 


Max W. Babb, chairman and 
Walter Geist, president of Allis- 
Chalmers Manufacturing Company, 
Milwaukee, Wisconsin, recently an- 
nounced that the Company has 
arranged for a four year bank 
credit of $40,000,000.00 with a 
group of banks, headed by the First 
National Bank of Chicago. This is 
the largest loan that has been made 
to date under Regulation “V”, Ex- 
ecutive Order No. 9112, for the 
financing of War production con- 
tracts. The other banks participat- 
ing in the credit are as follows: 

First Wisconsin National Bank 

of Milwaukee 
Bankers Trust Company 
The Chase National Bank of the 
City of New York 

Continental Illinois National 
Bank and Trust Company of 
Chicago 

Guaranty Trust 
New York 

Irving Trust Company 

The National City Bank of New 
York 

Central Hanover Bank and Trust 
Company 

Bank of America National Trust 

and Savings Association 
City National Bank and Trust 
Company of Chicago 

Harris Trust and Savings Bank, 
Chicago 

Manufacturers Trust Company, 
New York 

Mellon National Bank, Pittsburgh 

The National Shawmut Bank of 
Boston 

Notes under the credit bear in- 
terest at the rate of 234% per an- 
num and are guaranteed to the 
extent of 65% by the Federal Re- 
serve Bank of Chicago as Agent for 
the War Department of the United 
States in accordance with provi- 
sions of Executive Order No. 9112 
of March 26, 1942. 

Under the terms of this credit 


Company of 


the Company may borrow, repay 
and reborrow at its option unti] 
August 10, 1946. The Company is 
required to pay a commitment 
commission of % of 1% per annum 
on the unused portion of the credit, 

From its initial borrowings the 
Company is redeeming notes out- 
standing under existing interme- 
diate loan agreements and com- 
mercial bank borrowings in the 
aggregate sum of $17,500,000. The 
remainder of the credit will be used 
by the Company as working capi- 
tal for war production contracts, 


Chicago Clearing House 
Sponsors Awards 


The Chicago Clearing House, 
through its president, Bentley G. 
McCloud, senior vice _ president, 
First National Bank of Chicago, 
announced today the institution of 
a system of awards and honors to 
the students of the Chicago A.I.B. 
Chapter, for distinctive achieve- 
ment in the Standard Study Course, 
For the purpose of encouraging 
completion of education in bank- 
ing studies at the A.I.B., the Clear- 
ing House is recognizing the special 
problems created for bank person- 
nel by current conditions and 
providing direction for the bank 
people of the Chicago area—espe- 
cially for those newcomers in banks, 
who, through the emergency created 
by the draft of man power for 
war, are called upon to take over 
exacting and responsible duties, in 
order to keep our banking system 
functioning with full efficiency. 

The system established for the 
Chicago Clearing House Honor 
Awards will be radically different 
from that under which honor stu- 
dents are generally determined by 
educational institutions. Awards 
will not be given purely on class 
grades attained, but will be decided 
on the basis of progress and appli- 
cation, as well as attainment. It is 
contemplated that the student rated 
No. 1 in each of the Standard Study 
Classes in the A.I.B. will be given 
a cash prize of $10.00, while the 
honor student of each graduating 
class will be awarded $100.00 by 
the Clearing House. In addition, 
those students who rank high in 
the graduating class will be pre- 
sented with gold keys. 

The Chicago Clearing House, one 
of the oldest and most powerful 
clearing houses in the country, has 
been distinguished throughout its 
history for its forward-looking, 
uncompromising stand for sound 
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banking principles. The grant of the 
Chicago Clearing House Honor 
Awards is one of the many actions 
which the Clearing House has taken 
in order to strengthen the position 
of our banks in times of war. At 
the same time, the Chicago Chapter 
of the A.I.B., which is the largest 
chapter of the largest adult-educa- 
tional institution in the world, is 
streamlining its educational pro- 
gram to fit the sharply different 
requirements of the current year. 


It has been estimated that there 
are more than 3,000 women work- 
ing in Chicago banks who were not 
in the banks a year ago, and who 
are called upon to take over quickly 
positions which normally require 
long service and training in banks. 
The A.I.B. will present many spe- 
cial classes in its Standard Study 
program commencing September 
28, designed to meet the problems 
of new employees in banks, in the 
recognition that efficient operation 
of our banks is essential in our eco- 
nomic life and successful prosecu- 
tion of the war. Chicago Chapter, 
through its stepped-up educational 
program, as well as the Chicago 
Clearing House, through its posi- 
tive encouragement, hopes to im- 
prove the working efficiency of a 
large part of the 12,000 people who 
work in Chicago banks. 

The Honor Awards have been 
approved by the Clearing House 
Committee, of which Philip R. 
Clarke, president of the City Na- 
tional, is chairman, Howard W. 
Fenton, president of the Harris 
Trust & Savings Bank, is vice chair- 
man. The other committee members 
are Edward E. Brown, president of 
the First National, Walter J. Cum- 
mings, chairman of the Continen- 
tal Illinois, and Solomon A. Smith, 
president of the Northern Trust. 


Personal Finance And 
Management For The 
Army Officer 


By Lt. Col. Charles R. Hutchison 
Published by D. Appleton-Century 
Company, 35 West 32nd St., New 
York. 185 pages, cloth bound, price 
$1.50. 


Bankers trying to aid customers 
and friends who have been in- 
ducted into the army, will find this 
book very helpful. 

“In time of war,” says the author, 
“commissioned officers of the United 
States Army, regardless of rank or 
experience, are faced with extra- 
ordinary problems in the manage- 


October, 1942 


E WOULDN’T have dared to step up our hog production 

by 25 percent, or by 20 million head, last year if we hadn’t 
had our ever-normal granary. Neither would we have been able 
to make the gains in other livestock and poultry if we hadn’t 
had large reserves of feed. Although we still have large reserves 
of corn we are using corn faster than we are producing it. But 
there is plenty of wheat and there will be big supplies of high- 
protein oil meals that mean more efficient feeding. The price of - 
wheat for feeding will make it as profitable to feed wheat as 
corn. Farmers can use these big supplies of wheat and oil meals 
to keep up livestock production for the war program. When 
you’re planning to ship in grain for feed, figure on wheat. 


Ueude ff) Ledukirh 


SECRETARY OF AGRICULTURE 
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HOUSTON, TEX. 
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Information regarding the Consolidated Debentures, issued by these banks, 
may be obtained from 


CHARLES R. DUNN, Fiscal Agent 


ment of their personal affairs.” 
This book has been written to aid 
the army officer (particularly the 
junior officer—second lieutenant to 
colonel) to solve these financial 
problems wisely and well. 

In concise, helpful detail Lt. Col. 
Hutchison discusses service obli- 
gations such as the purchase of uni- 
forms and equipment, and army 
pay and allowances. He then sup- 
plies helpful information (which 
the officer can work out with his 
family) on controlling household 
expenditures, wise spending, using 
a bank account, credit, insurance 


31 Nassau Street, New York, N. Y. 


(both general and Government), 
savings and investments, main- 
taining a home, owning a car, and 
taxes. Final chapters go into the 
rights of personnel of the army 
and their dependents in the event 
of death or disability. 

Lt. Col. Hutchison is a graduate 
of West Point and taught at the 
Academy for several years as as- 
sistant professor in the Department 
of Economics and Government. 


What justification is there for one 
bank to issue checks in three dif- 
ferent sizes? 
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We Analyze As We Prove 


This bank has combined the process of analyzing accounts 


with 


the proving of deposits, 


and likes the _ results 


obtained from the use of an analysis-proving machine. 


By JAMES J. DURKIN 


Auditor, Colorado National Bank, Denver, Colorado 


ITH the desire to have an 

immediate proof of each de- 

posit, and at the same time, 
to keep the analysis of accounts up- 
to-date, we installed a machine 
which enables our operators to 
accomplish both results at one op- 
eration. 

This machine is provided with 
keys which indicate transit, clear- 
ings, on us checks, miscellaneous, 
and float. The operator first sorts 
the checks into the four classifica- 
tions; transit, clearing, on us, and 
miscellaneous. Then she runs each 
group, pressing the sub-total key 
which gives the sub-total and at the 
same time prints a count of the 
number of items in each classifica- 
tion. 

When the “total” key is de- 
pressed, it gives the total count of 
items and the total amount, which 
is then compared with the deposi- 
tor’s total to determine its accuracy. 

This machine has a carriage 
which enables us to insert the de- 
posit slip so that the sub-totals may 
be printed on the back of the de- 


posit slip. This is done automatic- 
ally each time the sub-total key is 
depressed, the carriage shifting 
over to the position in which the 
deposit ticket is placed. The items 
are printed on the back of the de- 
posit ticket, and so the tickets can 
be used by the bookkeeper who 
makes the necessary entries on the 
ledger sheet. 

The amount of float is determined 
by the machine when the “float” 
key is depressed, and 1% of the 
total transit items is set up. The 
key is held down until the average 
number of days of float have been 
recorded. For example, if the aver- 
age is four days, and 1% of the 
total transit items is $6.55, the total 
is computed as shown on the accom- 
panying slip. This total is also auto- 
matically printed on the back of the 
deposit slip. 

The analysis-proof operators 
work continuously throughout the 
day taking deposits from the cages 
as they arrive. The deposits are 
then accumulated for the book- 
keepers who start their work after 
the bank is closed in the afternoon. 
Thus, we have only one posting a 
day. 

This, in turn, has saved us a con- 
siderable amount because 10 book- 





Out-of-Town Banks 


Out-of-town banks and bankers will find here 


complete banking facilities for prompt and 


economical handling of accounts in Chicago. We 


would appreciate the opportunity of serving you. 


Crry Narionat Bank 


AND TRUST COMPANY of Chicago 


20s 30 UT HB 


LASALLE STREET 


(Member Federal Deposit Insurance Corporation) 


keepers now handle what it form. 
erly required 12 operators to care 
for. We have 12 books. Four book. 
keepers post these 12 books in the 
late afternoon and evening. The 
other six bookkeepers do the sight 
posting during the day. We wish we 
could eliminate this sight posting, 
but it is necessary because of the 
clearing house rule which requires 
returned checks to be sent back to 
the banks from which they were re- 
ceived on the same day. If we could 
arrange to send these back in the 
early morning clearing, we would 
do no sight posting at all. 

One of the chief reasons why we 
like the analysis machine for prov- 
ing and analyzing is that it can be 
operated by anyone who can oper- 
ate an adding machine. 

One of the other banks in Denver 
uses an electric calculator for prov- 
ing, but the operators must have a 
special course of training before 
they make use of the calculator. 

In these days of rapid turnover 
of personnel, we think that it is 
important to simplify our systems 
to the point where we can break in 
a new employee with very little 
work, or can shift employees from 
one job to another without any dif- 
ficulty. 

Proving is necessary to catch 
errors before they go to the books. 
Analyzing is necessary in order to 
have the bank properly paid for the 
services it renders to customers. 
Our system, therefore, pays for it- 
self two ways. 

We believe that our plan of prov- 
ing and analyzing at one time is an 
economy. 


Financial Policies Of 
Business Enterprise 


By W. Bayard Taylor 

Published by D. Appleton-Century 
Co., 35 West 32nd St., New York, 
N. Y., 866 pages, cloth bound, price 
$4.25. 

The following significant state- 
ment is taken from the preface to 
this book: 

“Since this book was begun, one 
total economy after another has 
been born into the world, and since 
it was completed, our own nation 
has itself abandoned the free price 
system and taken other steps to- 
ward a controlled economic order. 
It is unlikely that all of these con- 
trols will be relinquished, even 
after the war-time emergency has 
run its course.” 

The author further states, “It 
is the aim of this book to explain 
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as well as describe. Principles are 
stressed and examples are slighted. 
The choice has been deliberately 
made to study financial hygiene 
instead of financial pathology.” 

Business units are treated in part 
one as the product of history. Each 
form is evolved from others. The 
corporation as an economic insti- 
tution is treated in part two. Cor- 
porate securities are discussed in 
part three, and part four and five 
are devoted to the management of 
fixed capital, working capital, and 
income. 

Policies are analyzed, and the 
reserve policy receives an .extended 
treatment, because in the author’s 
opinion it combines the principles 
of accounting, economics, and 
finance in the least available space. 

Part six is devoted to accounting 
and finance, and treats financial 
statements, financial ratios, and 
business reports. Part seven covers 
the subject, “Valuation and Capi- 
talization.” Part eight discusses the 
capital market. Part nine is a 
treatise on exemption, failure, and 
reorganization. 

The book is prepared primarily 
for college students, but it is good 
reading, and a good reference book 
for anyone interested in financial 
policies. 


Thousands Of Workers Lose 
Lives In War Work 


W. C. MacFarlane, president of 
the Minneapolis-Moline Power Im- 
plement Company, has _ released 
information which shows _ that 
safety work is very much needed. 

“Since Pearl Harbor,” he states, 
“29,800 war workers have been 
killed, 5,000,000 persons have been 
injured, and 293,000,000 man-days 
have been lost which represents a 
money loss of $2,300,000,000.” 

Mr. MacFarlane is chairman of 
the war production fund to con- 
serve manpower, his job being to 
collect funds for this purpose from 
the farm equipment industry. 


Analysis Of Financial Statements 


By Harry G. Guthmann 

Published by Prentice-Hall, Inc., 
70 Fifth Avenue, New York, 591 
pages, cloth bound, price $5.35. 

The author is professor of finance 
at Northwestern University, Chi- 
cago. 

The book itself is a revised edi- 
tion, and extensive changes have 


October, 1942 


We’re Rolling ’Em to 


Zk VICTORY 


"M THE Purina Merchant in your town. My business is to help 

farm customers supplement home grains to do a better feed- 
ing job. Business is good. Priorities are largely passing me by, 
because Uncle Sam wants more meat, more milk, more eggs. 
That's a job for more and better feeding. So we're rolling ‘em 
double these days—for VICTORY! 

If you're a farmer as well as a banker, let us show you a feed- 
ing plan geared to the Food-for-Victory Program. If your bank 
is financing feeding projects, suggest to your clients that they 
investigate Purina first. And if you're interested in more well- 
secured loans, let us recommend some of our good customers 
who might be doing a bigger job for VICTORY if they had your 
backing. Let's roll ‘em TOGETHER! 


PURINA MILLS 


900 Checkerboard Square - 


St. Louis, Mo. 


been made to bring illustrative 
material up-to-date to include 
changes in accounting practice and 
law developments of recent years, 
and to introduce reference to fresh 
studies and literature. 

Some of the chapter headings 
will indicate the scope of the book, 
and are as follows: 

“The place of financial state- 
ments in modern business. 

“The construction of the balance 
sheet. 

“The construction of the profit 
and loss statement. 

“Analysis of working capital. 





“Analysis of fixed assets and 
capitalization. 

“Interpreting balance sheet 
changes. 

“Analysis of the income state- 
ment. 

“Analysis of the different types 
of business, including railroads, 
public utilities, mercantile and 
manufacturing corporations, min- 
ing, banks, insurance companies, 
and holding companies.” 

All credit men, and all those in- 
terested in credit will benefit from 
the valuable information compiled 
in this new book. 
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Don't — Away Good Loans 


The Consumer Credit Commit- 
tee of the Wisconsin Bankers Asso- 
ciation sent the following helpful 
bulletin to members: 

The committee desires to again 
emphasize to each bank the neces- 
sity of making a detailed study of 
all sections of Regulation “W”, as 
revised May 6, 1942, and amend- 
ments 5 to 8 adopted since that 
date. Unless the loan officer or com- 
mittee has a complete familiarity 
with the Regulation, many sound 
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Service — Maintaining an 
intimate, personalized corre- 
spondent bank service. 


Experienee— Officials with 
years of service in this field, 
assuring a knowledge of re- 
quirements and valuable as- 
sistance. 


Poliey — To cooperate with 
out-of-town banks rather than 
compete for business which is 
rightfully theirs. 


Resources over 


$200,000,000 


ESTABLISHED 1908 


MEMBER 
NEW YORK CLEARING HOUSE ASSOCIATION 
FEDERAL DEPOSIT INSURANCE CORPORATION 


L¥ 


and even necessitous loans may be 
rejected, for the sole reason that in 
the opinion of the officer they do 
not comply with the Regulation, or 
come under its exceptions, when in 
fact they actually do, and could 
have been made. 


It is recommended that at least 
one person in each bank be charged 
with the responsibility as a Regula- 
tion “W” expert, to advise loan of- 
ficers on each loan, to determine 
how it can be made, either to com- 
ply with the Regulation or come 
under the exceptions as outlined 
in Section 8. Banks which have fol- 
lowed this procedure are reporting 
that they have had to reject very 
few loans because of Regulation 
a. 

For example, it is important to 
know that all single payment loans, 
regardless of amount, which were 
originally made prior to May 6, 
1942, or any renewals or exten- 
sions thereof, are not subject to the 
Regulation; and that any loan orig- 
inally in excess of $1500.00, wheth- 
er single payment or installment, 
and whether made before or after 
May 6, 1942, is not subject to the 
Regulation, even though the bal- 
ance, at the time of renewal or re- 
vision, is less than $1500.00. It is 
also helpful to know that, for ex- 
ample, if a borrower owes $1000.00, 
and desires a new loan of $600.00, 
which new loan cannot meet the 
requirements of Regulation “W” or 
its exceptions, the existing loan of 
$1000.00 and a new loan of $600.00, 
may be combined into one note of 
$1600.00, which excludes it from 
the requirements of the Regulation, 
because it is now in excess of 
$1500.00. There are many other 
specific examples of this type which 
might be cited. 

When in doubt regarding the in- 
terpretation of the Regulation, it is 
suggested that the Federal Reserve 
Bank be consulted. As an example, 
under Amendment 6, it is impor- 
tant to know that the Amendment 
does not except credit to finance 
the application of siding and roof- 
ing. Insulation, as covered in this 
Amendment, is limited to materials 
applied within existing structures. 


It is recommended that particular 
attention be given to Section 8 of 
the Regulation, which enumerates 
the purposes for which loans may 
be made as exceptions. Other than 
the Exception C, under Section 8, 
for loans made for educational, hos- 
pital, medical, dental, or funeral 


expenses, Regulation “W” does not 
require a statement to be taken 
from the borrower in order that a 
loan will be exempt from the Regu. 
lation. However, it is highly desir- 
able that a bank obtain a statement 
from the obligor that the purpose 
and use of the proceeds of a loan 
clearly make it exempt from the 
provisions of the Regulation. Such 
statements, so obtained, until other- 
wise advised, should be perma- 
nently maintained in the _ bank’s 
records so that there will be at all 
times affirmative evidence in the 
bank’s possession, even after the 
loan has been fully paid, that the 
credit extended was not subject to 
Regulation “W”. 


Sell “Thrift” Now 


This is a good time to encourage 
the use of coin banks for savers. 
Certainly, we must all promote the 
idea of thrift, and a person who can 
drop a coin into a bank in his 
pocket or on the mantle shelf is 
likely to save more than if he must 
wait to accumulate a larger amount 
in his pocket. 


FUEL OIL RATIONING 


calls for helpful 


NEW BANK LOANS 


veal 
Featured 
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Printed in National Colors — 


this folder has been prepared in recog: 
nition of the urgent need for fuel conser- 
vation. It will enable your bank to make 
loans for this purpose to run as long as 3 
years in accordance with Regulation W, 
as recently amended. For sample and 
prices, address — DAVID M. WALL, 
Director, Bank Advertising Service. 


ALBERT FRANK - GUENTHER LAW, Inc. 


131 Cedar Street, New York, N. Y. 
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Present-Day Customer Service 


One of our customers, a foreigner 
by birth but now an American citi- 
zen, has slowly but surely made his 
way up the ladder to the head of a 
thriving company now busily en- 
gaged in war work. 


The company does not need very 
much working capital and its bank 
balances are an accumulation of 
earnings, which, by the end of the 
year will run up to about a quarter 
of a million dollars. 


The individual at the head of the 
company went through q bad in- 
flation in Europe before coming to 
the United States. He is desirous of 
conserving his company’s accumu- 
lated gains and participating in the 
general effort to ward off inflation 
here. He mentioned his problem to 
one of our officers who recently 
called upon him and asked for ad- 
vice. 

The fact that our Bank does not 
maintain a trust department and 
that it is not the policy of the Bank 
to give investment advice to cus- 
tomers did not prevent our officer 
from finding a way to help him. By 
making several telephone calls our 
officer was able to place him in con- 
tact with a concern qualified to give 
counsel. 


The immediate sequel was that 
ten days later the customer made 
substantial purchases of United 
States bonds through the Bank. 


This was simply a question of 
going a little out of the way to per- 
form a service, even though we 
would derive no profit from it and 
probably stand to lose part of the 
customer’s balance on deposit.—The 


Teller, published by The Detroit 
Bank. 


New Edition Of Blue Book 
Shows Six New Highs 
In Statements 

(Continued on page 450) 
earnestly guarding against a recur- 
rence of that era of bank closing. 
They are keeping in mind that not 
Only are earnings necessary to keep 
the stockholders satisfied, but they 


are necessary to keep the bank in 
Operation. 


Additional evidence that banks 
have been preparing for an era of 
decreased earnings is shown in the 
grand total of undivided profits and 
Teserves held by the banks of the 
country. This total of $1,781,372,000 
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VT an oe MOLIN 


POWER IMPLEMENT 


is the highest since 1933. 

Added to this is a high mark in 
surplus of $3,903,561,000. This is 
the highest since 1933. 

Realizing that our readers need 
all of the assistance possible in 
maintaining personnel and holding 
down on operating expense, Bank- 
ers Monthly has specialized for the 
last several years in finding those 
experiences of successful bankers 
who have reduced expenses, elimi- 
nated unnecessary work, and in- 
creased the income from loans. 


The products of seed and soil have always ~ 
been essential to the sustaining of human life. 

. In the present Defense emergency Minne- 
apolis-Moline Modern Farm Machines are 
helping to keep this essential flow of food and 
fibre uninterrupted. . . . But the call is for in- 
creased production on “ALL farms; and here 
the local banker and MM Dealer have a con- 
tribution to make. By extending “‘credit’’ to 
deserving farmers for more machines 
where needed, the farm hands being with- 
drawn for Defense can be replaced and yet 
production stepped up to maximum... . The 
MM line of tractors and machines is one of the 
most complete and most modern in the world. 
By putting more of this power to work you will 
not only be helping Uncle Sam but helping 
yourself and stimulating business for your en- 
tire community. . . . To those who do not need 
new Machines this year we suggest that you 
encourage them to keep their machines in 
good repair and buy needed parts early. 


a's 


a 
SOTA A 


COMPANY Mane 





Mechanical Banking 


Mechanical transportation of 
checks within the bank is likely to 
be cheaper—is always speedier— 
and saves help which is now so hard 
to get. 


Excess buying to get a lower 
rate per thousand is sometimes the 
cause of a loss resulting from un- 
used material or interest on the 
money invested. 
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Equipment And Supply Ideas 


JOTTINGS FROM THE BANKERS SECRETARY'S NOTEBOOK 


USE the coupon below—it’s easier than a letter—to get 
Miss Manning’s specialized help on any purchasing problem. 


1 Accounting Machines 

2 Accrual Accounting and Audit 
Control 

3 Adding Machines 

4 — Machine Rolls and 


aper 

5 Addressing Machines 

6 Addressing Machine 
Stencils, etc. 

7 Adhesives 

8 Advertising Specialties 

9 Air Conditioning Equipment 

10 Alarms, Bank Vault 

11 Architects and Builders 

12 Autographic Registers 

13 Bandit Resisting Enclosures 
and Alarm Systems 

14 Bandit Resisting Enclosures 

15 Bank Bullding Fixtures 

16 Bank Directories 

17 Bankers’ Note Cases 

18 Banking by Mall Envelopes 

19 Banking Textbooks 

20 Binders, Bookkeeping and 
Ledger 


21 Binders, Check 

22 Binders, Storage 

23 Blank Books 

24 Blotters, Advertising 

25 Bookkeeping Equipment 

26 Brief Covers 

27 Bronze and Brass Signs 

28 Burglar Alarms 

29 Cabinets, Steel 

30 Calculating Machine Desks 

31 Calculating Machines 

32 Calendars 

33 Carbonized Checks and Forms 

34 — Paper and Inked Rib- 
8 


35 Casters, Gliders, Furniture Leg 
Cups 

36 Central Files 

37 Chairs, Posture 

38 Chair Pads and Cushions 
39 Chargeable Signs 

40 Check Book Covers 

41 Check Cancelling Perforators 
42 Check Certifiers 

43 Check Endorsers 

44 Check Files 

45 Check Protectors 

46 Checks 

47 Check Registers 

48 Check Stgners 

49 Check Sorting Trays 

50 Check Sorters 

51 Christmas Savings 

52 Clips, Paper 

53 Coat and Hat Racks 

54 Coin Bags 

55 Coin Boxes 

56 Coin Cards 

57 Coin Changers 

68 Coin Clocks 

59 Coin Counting Machines 


Plates, 


60 Coin Counting and Packaging 
Machines 

61 Coin Envelopes 

62 Coin Sorting and Counting 
Machines 

63 Coin and Currency Trays 

64 Coin Wrappers 

65 Copyholders 

66 Counter Cash Protectors 

67 Coupon Books 

68 Coupon Envelopes 

69 Currency Boxes 

70 Currency Envelopes 

71 Currency Straps 

72 Daters, Metal and Rubber 

73 Dating Machines and Stamps 

74 — Hold-Up Protective 

Ipment 


75 Depositories 

76 Deposit Ticket Files 

77 Desk Fountain Pens 

78 Desk Organizers 

79 Desk and Typewriter Pads 
80 Dictating Machines 

81 Dip Pen Desk Sets 

82 Duplicators 

83 Duplicating Machine Supplies 
84 Electric Signs 

85 Envelopes 

86 Envelope Sealers and Openers 
87 Erasers 

88 Expanding Envelopes 

89 File Boxes 

90 File Fasteners 

91 File Folders 

92 File Signals 

93 Filing Cabinets 

94 Filing Systems 

95 Fire Alarm Systems 

96 Forms 

97 Forms, Continuous 

98 Forms, One-Time-Carbon 
99 Fountain Pens 

100 Furniture 

101 Glass Signs 

102 Globes 
103 Gummed Tape 

104 Index Tabs 

105 Ink 

106 Inks, Duplicating Machine 
107 Ink In Powdered Form 

108 Interest Calculators 
108 Interest Computing Machines 
110 — Communicating 


ystems 
111 Lamps, Desk 
112 Lamps, Adding, Posting Ma- 
chine 


113 Lamps, Filing 

114 Lamps, Fluorescent 

115 Lamps, Stenographers 

116 Lamps, Teller and Counter 
117 Letter Trays 

118 Lighting Systems, Fluorescent 


119 Loose Leaf Binders 

120 Machine Bookkeeping Forms 

121 Maps 

122 Mats 

123 Money Orders 

124 Night Depositories 

125 Night Depository Bags 

126 Numbering Machines 

127 Paper 

128 Paper Fasteners 

129 Pass Books 

130 Pay Roll Envelopes 

131 Pencil Sharpeners 

132 Pencils 

133 Pencils, Mechanical 

134 Pen Points, Steel 

135 Personal Loan Systems 

136 Photographic Bank Systems 

137 Portfolios and Brief Cases 

138 Postage Meters 

139 Proof Machines 

140 Public Relations Advertising 

141 Registered Mall Envelopes 

142 Rubber Bands 

143 Rubber Stamps 

144 Safes, Fire and Burglar Proof 

145 Safe Deposit Boxes 

146 Safety Paper 

147 Savings Banks, 
Pocket 

148 Savings Clubs 

149 Scales, Postal & Parcel Post 

150 School Savings Systems 

151 Sealing Wax 

152 Seals 

153 Seals, Coin Bag 

154 Seais, Corporation, Notary, ete. 

155 Stamp Pads 

156 Stapling Machines and Staples 

157 Steno Note Books 

158 Steno Note Book Holders 

159 Storage Files 

160 Supplies, Bank and Office 

161 Tear Gas 

162 Telephone Indexes 

163 Time and Delayed Time Locks 

164 Time Recorders 

165 Time Stamps 

166 Travelers Checks 

167 Type Cleaners 

168 Typewriters 

169 Typewriter Stands 

170 Vaults 

171 Vault Equipment 

172 Vault Ventilators 

173 Venetian Blinds 

174 Visible Records 

175 War Bonds, Bank Plan 

176 Wardrobe Equipment 

177 Waste Baskets 

178 Watchman Reporting System 

179 Window and Lobby Displays 


Home and 


O10 5 PASTE THIS COUPON ON A PENNY POSTCARD SIO EIO 


THE BANKERS SECRETARY, 
Rand M°Nally & Co., 536 So. Clark St., Chicago, Ill. 


Please have sent us buying information on 


No-Metal Fastener 


Have you been worried about 
what to use when all your two- 
prong metal fasteners for file fold- 
ers are gone? 

Well, once again good old Ameri- 
can ingenuity has come to the 
rescue. The Ames Safety Envelope 
Co., 20 Vine St., Boston, Mass., has 
just sent me some samples of a new 
No-Metal fastener that should 
serve your needs admirably for the 
duration. 

This fastener comes in two pieces, 


The slotted strip is made of heavy 
red fiber stock—stiff enough to 
resist excessive bending and tough 
enough to give assurance against 
breaking or tearing out the slots. 
The other strip is of three-ply con- 
struction—a strip of red fiber stock 
faced on each side with a strong 
cloth similar to what you find ina 
window shade of better quality. 

This device will stand a great 
deal of manipulating, is quite easy 
to use, and should solve your fas- 
tener problems throughout the no- 
metal war period. In fact, its rea- 
sonable cost will be a considerable 
argument for continuing its use 
even after peace comes. 


Calendar Catalog 


Last month, I suggested to you 
that now is the time to consider 
your advertising calendar needs 
for 1943. 

In confirmation of that sugges- 
tion, I now have on my desk a copy 
of a new catalog from Ever Ready 
Calendar Manufacturing Co., 160 
Maple St., Jersey City, N. J. It’s 4 
16-page booklet which describes 
and illustrates 13 different styles of 
desk calendars and the three styles 
of calendar pad available for us 
with them. 

Planned for distribution among 
your upper-bracket customers 
these pads can be supplied with 
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top sheets on which are printed 
colorful and appropriate Season’s 
Greetings—or even with the bank’s 
trade mark and any desired mes- 
sage. Similarly, it is possible to or- 
der special insert pages, to be placed 
at any point in the pad, which will 
elaborate your advertising story or 
do a specific merchandising job. For 
example, an insert that “turned up” 
about August 1 (near the close of 
the vacation season) could urge the 
opening of a Vacation Club account 
to meet vacation expenses for the 
following summer. 

In addition, each calendar stand 
has a place for etched or ‘engraved 
plates bearing the bank’s trade 
mark and name, the recipient’s 
name, or his monogram. The idea 
of individualizing each stand with 
the customer’s name or initials is a 
very effective one. 

These additional features involve 
additional costs, of course, but in 
view of the greatly increased good 
will and advertising values which 
result, they are well worth it. 


“Adolph das Schwein” 


Any war is a serious business— 
the present one more so than any 
before. But anything which will 
promote the war effort and at the 
same time evoke a morale-lifting 
chuckle serves an invaluable dual 
purpose. 

“Adolf, The Squealing Pig” Bank 
comes under this heading. It is an 
excellent piece of caricature, de- 
signed by a well-known industrial 
designer, Tom Lamb. Cleverly 
lampooning Hitler and his gro- 
tesque facial characteristics, it 
avoids anything that might offend 
public taste. 


This bank, molded of hydraulic- 
ally pressed wood and painted a 
brilliant yellow, is made by the 
Otis-Lawson Co., 1123 Broadway, 
New York City. The amusing fea- 
ture is that every time a coin is 
inserted, “Adolf” squeals mourn- 
fully. The squealing device, I’m 
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Starting New Checking Accounts 
On The Right Basis 


America’s war effort has created a 
vast re-distribution of purchasing 
power. Millions of new families 
feel they are “in the money,” be- 
cause their present incomes are 
much larger than formerly 


received. 


Customers of this type constitute 
an opportunity for you to start 
new checking accounts on the 
right kind of a basis . . 
Personalized Checks. 


. using 


For as little as $1.25 
your customer can 
get 200 checks, 
imprinted with his 
name on National 


le UXE 


CHECK PRINTERS 


Safety Paper—and with his 
initial order he is supplied, gratis, 
with a leather cover on which 


his name appears in gold. 


Personalized Checksappeal toyour 
new customer as a good thing. 
They give him greater pride in 
his checking privilege. He won't 
waste his checks. He will be more 
apt to “stay put.” He truly has 
been started on the right track. 


You benefit also by 
saving the cost 
of these checks, 
and speeding 
up sorting. Write 
for full particulars. 


Manufacturing Plants at 


NEW YORK CLEVELAND 





told, is indestructible and the coin 
slot large enough for quarters. 

“Adolf” is a BIG pig, with a 13% 
inch belt line and measuring- six 
inches from tail to snout. As you 
can see, his mouth turns down at 
the corners in a typical snarl and 
his eyes are popped out in painful 
surprise. He holds enough coins to 
buy a War Bond and can be emptied 
from the bottom through a con- 
cealed webbed slot. 

Laughter won’t win the war, 
but it will help. Savings alone won’t 
win the war, either, but they’re 
important. Here, it seems to me, is 
a clever way of combining the two. 


Ration Envelope 


Here is a clever protective enve- 
lope which was developed by Nies- 
Kaiser Printing Co., 2206 Pine 
Street, St. Louis, Mo., as part of 
the public relations activity of Mis- 
sissippi Valley Trust Co., of that 
city. However, Ralph K. Brown, 
Mississippi Valley advertising man- 
ager, assures me that the printing 
firm is privileged to do a similar 
job for other banks—in fact, has 
already done so for several institu- 
tions. 


CHICAGO 
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Because of the flimsy quality of 
paper on which sugar ration books 
are printed, this well constructed 
envelope or sturdy manila stock: 
has met an eager demand where- 
ever housewives have seen it. The 
front of the envelope provides space 
for the name and address of the 
holder, some brief copy promoting 
War Bonds and Stamps, and (of 
course) the bank’s name across the 
bottom. A cut-out “V for Victory” 
makes it easy to withdraw the ra- 


Protective Envelope for 
WAR RATION BOOKS 


PROPERTY OF 


% 


“Hjes can't hoard sagan”... but you 
can hoerd War Stamps and Bonds. 
BUY ALL THAT YOU CAN FROM 


MISSISSIPPI VALLEY TRUST CO. 


SAINT LOUIS 





Hunting Season 


Comes again the time of year when there's a 
tang in the air and many of you think longingly 
of ducks and pheasants and whirring quail. 
Well, I'm out hunting, too—but for different 
game. For I’m busily scurrying up and down 
the streets of Bank-equipment Town, looking 
for all the new and interesting items that will 
make a Buyers Guide issue of Bankers Monthly 
more valuable to you. And judging by what I 
have “bagged” already, it’s going to be a very 


worthwhile issue. 


See you next month—and until then— 
Good Hunting, 


tion book. Dimensions are 4144 by 
514. 

So successful were these enve- 
lopes that the St. Louis Rationing 
Board requested Mississippi Valley 
to supply them to all the issuing 
offices in the city. 

The printing company will be 
glad to send you samples and prices, 
if you request on the bank letter- 
head. 


Black Ink 


You’ve probably heard of the new 
plan of the military forces to expe- 
dite letters addressed to men in 
service. The mail will be photo- 
graphed on micro-film and the film 


flown to distant points, where it 
will be reproduced to one-fourth 
original size. 

To be sure your soldier or sailor 
son or brother will be able to read 
what you wrote, it’s essential that 
you write with an ink that assures 
the maximum of legibility in repro- 
duction. The W. A. Sheaffer Pen 
Company has developed such an 
ink —V-Black Skrip—an ebony 
black fluid, said to be non-sediment 
forming and remarkably quick- 
drying. This ink is recommended 
for V-Mail because black photo- 
graphs best. 


I’m sure all of you are familiar 
with the Recordak method of repro- 





DIGNITY 


{] Of all the professions, we would rank Banking side by side with Medicine, 
and behind only the Church, in the DIGNITY of its principles and objectives. 
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Tending the financial needs of a community is an honorable, worthy, and 


dignified service. 


{] When DIGNITY is an asset, it should be treasured. Its maintenance requires 
that physical surroundings and every point of public contact be kept in 
harmony with it. Because the money orders you sell your customers constitute 
one of those important contacts, we have taken infinite pains to give 


PROTECTU BANK MONEY ORDERS 


a fine, dignified, “Quality” appearance. They are the best that finest materials 
and precision craftsmanship can produce. For over 24 years we have been 
creating “Money Orders of Dignity,” because we believe the American banker 
deserves the best. You will be proud to sell them—proud to have them carry 


your bank’s name. 


Ask us for proof ... make your own comparison. 


PROTECTU BANK-NOTE CORP. 


4048 SCHUBERT AVENUE 


CHICAGO, ILLINOIS 


Sz BANK MONEY ORDER Se SI 


ducing important bank records in 
microscopic size—and with the 
tremendous saving in storage space 
which results. This new V-Mail 
plan is a similar space saver, since 
a single 100-foot reel of 16 mm. 
film will carry letters that ordi- 
narily would fill two large mail 
bags. 

All this has no direct application 
to bank operation, of course, but | 
thought it was interesting to note 
this government adoption of 2 
space-saving process which so many 
of you are already using in your 
own work. 


Heating-Loan Folder 


Has that famous man, Mr. John 
Doe, been in to see you yet regard- 
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ing a loan with which to convert his 
oil burner into a coal burning fur- 
nace or boiler. 

Well, if he hasn’t, it’s probably 
because he hasn’t been told that it’s 
possible for him to get such a loan 
—in fact, that you would be tickled 
pink to co-operate with him in 
solving the heating emergency 
which fuel oil rationing has created 
in his home. Similar ignorance is 
probably what has kept his broth- 
ers and his cousins and his neigh- 
bors from showing up on the same 
errand. 

So you’ re missing out on a lot of 


AUTOMATIC COIN WRAPPERS 


Wrap all coins from 1c to $1.00. The diameter 
of the coin automatically exposes correct total 
and denomination through the red windows. 
Only “‘Steel-Strong” built precision machinery 
can print and punch these wrappers in the 
exact relation necessary for accurate register 
and complete protection. 


ECONOMY <Stee!-Strong” Automatic 


Wrappers save time for tellers, 
stockkeepers and depositors and since they 
wrap any denomination, there is far less waste 
in supplies delivered to depositors. 


CLTAA ROD AIA Eee 


Our New Address 
NINTH and COLFAX AVE. 
HANNIBAL, MO. 


LOANS 
NATIONAL DEFENSE 


also 
Corporation Term, Securities 
or Life Insurance with Banks 


LARGE amounts at MARKET Rates, 
Based on Terms and qualifications. 


COLLATERAL DISCOUNT CORP. 


GRAYBAR BLDG. « NEW YORK CITY 


For Filing—Mailing—Advertising 
Expanding Envelopes, Fovelock Locking 
Envelopes, Safe Keeping Fovelopes, Trust 
Department Files and Credit tiles 
Special Bank Fovelopes 


Sead for compl. 


also 
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AMES SAFETY ENVELOPE COMPANY 


Vine Street Boston, Mass 
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profitable business because you 
don’t have the proper materials to | 
educate all these people. To rectify 
that lack, drop a note to Albert 
Frank-Gunther Law, Inc., the well- 
known advertising agency at 131 
Cedar St., New York, who spe- 
cialize in financial advertising. 

They have a new four-page, 
3% x 6%4 folder, printed in red 
and blue, which does a swell job of 
“selling the idea” that YOUR bank 
is the place to borrow for heating 
plant, conversion, for home insula- 
tion, and for coal purchases. Unfor- | 
tunately there isn’t time before we | 
go to press to make an illustration | 
of this folder but I can assure you | 
that it is attractively designed and | 
that the copy is effective. There’s a 
space on the foufth page, of course, 
to imprint the bank’s name. 

Drop a line to David M. Wall, 
director of the Agency’s Bank Ad- 
vertising Service, for a sample and 
price quotations. 


Wins “E” Flag 


The Hammermill Paper Company 
of Erie, Pennsylvania, was the 
nation’s first paper mill to receive 
the Army-Navy “E” Award for ex- 
cellence in the production of mate- 
rials vital to this war. 

The combined Army-Navy cita- 
tion was read by Lieut. Colonel 
Charles Cavelli, Jr., QMC, who said, 
“The Hammermill Paper Company 
has supplied paper consistently 
above specifications. No rejections 
have been made. Superior deliveries 
have been made without the aid of 
priorities.” The “E” flag was ac- 
cepted, on behalf of the employees 
and management, by President 
Norman W. Wilson. 


Some Economies 


Why have we gone to the extra 
expense all these years of padding 
deposit tickets? We thereby tempted 
customers to carry away the pads 
for scratch paper. 


When cleaning out old files, con- 
sider the possibility of using the 
blank side of the paper for mem- 
oranda or carbons of current let- 
ters. 

# 


It would save millions of dollars 
of extra work if all bank checks 
were printed on the same size of 
paper. 

8 

Carbon paper is cheaper than an 

extra clerk. 





ANOTHER 
First National Bank 


Appreciates 
the Value of 
Public Relations 


Tus time it is the First 
National of Paterson, New Jersey. 
Not satisfied with having increased its 
deposits more than any other bank in 
the city last year and showing a most 
satisfactory income balance statement, 
the First National Bank of Paterson 
announced on September 9th the 
opening of a ThriftiCheck Department. 


Yours may be a larger bank 
like the First National Bank of Pater- 
son, N. J., the Liberty Bank of Buffalo, 
the First Trust and Deposit of Syra- 
cuse, or the Springfield Safe Deposit 
and Trust Company of Springfield, 
Massachusetts, or the Old Kent Bank 
of Grand Rapids; or, in contrast, yours 
may be a smaller bank like the Metro- 
politan Bank of Lima, Ohio, or the 
Waltham National Bank of Waltham, 
Massachusetts; but if you want pub- 
lic good will and increased earnings as 
well, write for the details of a no- 
minimum - balance checking account 
plan which our advertising and quarter 
century of building new business for 
banks will make profitable, and for 
which you pay only in proportion as 
your business grows. 


BANKERS 
DEVELOPMENT 
CORPORATION 


31 Nassau St., New York City 





A. E. MARTELL CO. 
KEENE, N. H. 
24 BANK FORMS 
All One Size (8}4"x14’) 


Ask for list from which to select 
your samples 
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Jefferson As An Economist 


Toward the close of his adminis- 
tration, President Jefferson advo- 
cated the policy that the Federal 
Government promote the construc- 
tion of good teaming roads through- 
out the country, and appropriate 
liberally from the surplus revenue 
for that purpose. This showed Jef- 
ferson’s financial acumen, and had 
his view been carried out this coun- 
try would have been richer by 
thousands of millions today, and 
would have enjoyed a comfort that 
money by the ton could not pur- 
chase otherwise. In our day, we put 
the road millions into vessels of 
hostility to our fellow men, and to 
our own policy of peace, and the 
rest of our revenue, pretty much, 
is handed over to psuedo pension- 
ers, the real soldier having got but 
little recognition. Our commercial 
shame today, before the world, is 
our entire poverty of stone roads. 
What a help it would be to our rail- 
road interests and thence to the 
farmer if the country were under a 
network of them as feeders. 
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In these times of epidemic, it is 
desirable that our soiled, greasy, 
bacterial, pathopherous paper 
money long circulated in the slums 
of large cities, should have Govern- 
ment attention and be withdrawn 
before more of their deadly work 
on human life is perpetrated. 
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One of the most successful points 
made at the San Francisco Conven- 
tion was that in the way of just 
and deserved commendation of the 
State banks of the United States. 
The showing for this section of our 
banking machinery was such as to 
make every American proud to 
think that it is conceded on all 
hands that the National bank sys- 
tem is the best ever known to exist 


and the best now in existence. lf 
with its Government prestige, the 
banks of the several States and not 
under any general system, but each 
State its own, stand close to the 
National institutions in credit, it 
ought to enable candid minds to 
remember that thirty years ago a 
great and sudden war closed. Neces- 
sarily, many banks. 
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Defalcations and Punishment 


We see occasionally in our ex- 
change items to the effect that such 
and such employees in banks and 
business offices have been guilty of 
misappropriations, embezzlements, 
and defalcations, and that their 
friends having undertaken to make 
the amount good no prosecution 
will follow. We read also of the 
time of this class of criminals being 
shortened by means of petitions got 
up and signed by the sentimental 
and kindly hearted as it is termed. 
The unwisdom of this premium or 
encouragement to crime is evident 
from a strictly governmental point 
of view, but it is sustained by the 
New Testament, and that authority 
is still very powerful with the 
people of this country, who, when 
the civil damage is covered, feel 
inclined to save the man to friends 
and country, and to himself; but it 
is the only country in the world 
thus religiously influenced toward 
criminals. 
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We believe in peace; we believe 
that no one will dare to attack this 
imperial republic, unless our states- 
men are in the wrong and try to 
cover it by blows; but, at the same 
time, human nature sinks as well 
as rises, and forethought in refer- 
ence to the possible is no final ad- 
mission of apprehension, and is in 
every way commendable. There- 
fore, the great strategic point—the 


bay and harbor of San Francisco— 
should have the very best and am- 
plest fortifications that money and 
modern military engineering skill 
can rear to meet this national need 
and duty. 
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Our national politics have sim- 
mered down from a condition of 
painful turmoil and intense agita- 
tion over fundamental issues of 
government, to one in which plain, 
practical questions of every-day 
routine of income and expenditure, 
together with internal order and 
foreign relations, prevail. Party 
leaders must now come before the 
country with some project of reform 
(for perfection is never reached), 
or they can not get the ear of the 
people. 
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In August, 1873, the people of 
this country rejoiced in their pros- 
perity and were proud of it. Any 
man who advised prudence and 
hinted at danger was esteemed un- 
sound in judgment. In the very next 
month the country was prostrate 
financially, and the so-called unpre- 
cedented prosperity can be seen 
reflected in the records at Wash- 
ington of the bankrupt court, too 
horrible in detail and aggregate. 
Time is of the nature of that patient 
animal, the mule, who, if caught by 
the forelock, is helpful, but by the 
tail is another kind of friend en- 
tirely. 






















OCTOBER, 1892 






Newspapers open their columns 
at times to matter that ought not to 
be printed. Often ignorant and mis- 
leading, but in some cases written 
apparently with intent to mislead. 
The false logic of much of the 
correspondence we see in news- 
papers is sufficient to exclude it, 
unless the editor corrects these de- 
fects for the reader by remarks of 
his own. For this, editors rarely 
have time in this country, as the 
staff is generally subordinated to 
one thing, profit. 

















A Thought For The Day— 
All Month 


There are usually 26 working 
days in a month; why shouldn't 
each day be a statement mailing 
day for a certain group of accounts? 
It’s just as easy for most customers 
to reconcile their bank accounts on 
the 19th as it is on the Ist. 
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New High In Individual Thrift 


People set aside more money in 
savings, building and loan associa- 
tions out of July income than in any 
except one month of all last year, 
and at the same time the associa- 
tions sold the largest volume of 
War bonds to the public of any 
month since their participation be- 
gan. This is the report of the United 
States Savings and Loan League, 
which adds the fact that withdraw- 
als were less than in the same 
month of 1941, and that this was the 
third month in a row when this 
situation has prevailed. 


Fermor S. Cannon, Indianapolis, 
Indiana, president of the League, 
sees in the figures definite hope that 
the backbone people of the country 
are increasingly alive to the dan- 
gers of inflation and are doing 
something about it, viz, saving 
money instead of spending it. The 
net gain in members’ funds for July 
was 27.5% greater than a year ago, 
and their War bond purchases were 
so much greater that they defy 
comparison. 


The $162,984,000 July intake rep- 
resented a new high for this time of 
the year in the entire post-depres- 
sion period, although the month 
after mid-year is customarily a time 
of heavy new investments in the 
thrift and home financing institu- 
tions. It was the second month in a 
row which had seen more money 
flowing in than its counterpart 
month in 1941, the previous peak. 
The estimated War bond sales of 
$40,000,000 by the associations in 
July was 38% greater than the next 
highest month, which was January. 
This was accounted for partly by 
more associations pushing the sales 
of these bonds than ever before, as 
well as the cumulative effect of the 
efforts made earlier in the year to 
merchandise War securities. 


“Because of the fall-off in new 
home construction, there will be 
considerable margin of extra funds 
in the associations if the new funds 
follow the June-July investment 
pattern,” said Mr. Cannon. “The 
excess will go increasingly into 
government bonds, and thus the 
associations will be able to make a 
substantial non-inflationary con- 
tribution to financing the war. At 
the same time they can keep 
enough funds available for loans to 
buy, repair or refinance homes in 
hon-war areas and to build new 
ones where the need and permis- 
sion are present in war areas.” 
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The Right Way To Apologize 


Not long ago a customer called 
one of our branches and inquired 
if a certain check which she had 
issued on her account there had 
been paid. Our employee looked up 
the item while she waited on the 
phone and returned with the infor- 
mation that it had been paid 
against her account. She had issued 
the check to make the regular pay- 
ment on her automobile loan in the 
Monthly Payment Loan Depart- 
ment. 

“How, then, do you account for 
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the fact that your Bank has just 
sent me a notice that the payment 
on my automobile loan has not been 
made, and my account is past due,” 
she demanded. The branch em- 
ployee, of course, was unable to 
explain and before he could refer 
her to the proper person, she 
launched into a sizzling tirade 
which fairly curled the telephone 
wires and held the employee at bay 
with tingling ears. Without giving 
him an opportunity to say a word 
she slammed the receiver. 

He reported the incident to the 
Branch Manager who in turn re- 
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CONFIDENCE 


Our confidence in the stability of the nation and its obligations is 
best evidenced by our investment portfolio which contains only 
United States government securities. As of June 30, 1942, quick 
assets consisting of cash on hand and with Federal Reserve Bank; 
due from other banks; and government securities amounted to 
over 150% of our demand deposits and 92.4% of our total deposits. 


CONDENSED STATEMENT OF CONDITION JUNE 30, 1942 


ASSETS 
Cash on Hand and with Federal Reserve Bank $45,619,472.31 


Due from Other Banks...... 
United States Government Securities 
Other Bonds and Securities. . 


Miscellaneous City and County W Warrants. 


Stock in Federal Reserve Bank. 


Loans and Discounts................. ; 


Bank Premises, Furniture and Fixtures. 
Other Real Estate. . 


Customers’ Liability o on Letters of Credit and 


Acceptances 


Customers’ Liability Under Loan Commit- 


ment Agreements 


Interest Accrued and Uncollected on Loans. . . 
Interest Accrued and Uncollected on Invest- 


ment Securities 


.. 6,579,856.42 
. 99,639,038.49 $151,838,367.22 
24.00 
523.82 
225,000.00 
20,414,516.88 
275,009.27 
10.00 


130,377.87 


868,750.00 
27,361.70 


367,891.24 
$174,147,832.00 


LIABILITIES 


Deposits: 
mand...... 


Public Funds 


Letters of Credit and Acceptances. 
Loan Commitment Agreements. . 
Interest Collected but Unearned 


Reserved for Dividends, Taxes and Insurance. 


Reserved for Interest 
Capital Paid In 
Surplus 


100,101,208.39 

53, 364,642.56 
10,760,295.74 $164,226,146.69 
ee a 148,320.86 
868,750.00 
24,969.88 
300,963.92 
8,680.65 


$174,147,832.00 


THE FARMERS AND MERCHANTS NATIONAL BANK 


OF LOS ANGELES 


MEMBER 
FEDERAL DEPOSIT 
INSURANCE CORP. 


Fourth and Main Streets 
Los Angeles, California 


MEMBER 
FEDERAL RESERVE 
SYSTEM 


We invite establishment of customer relationships. 





layed it to our Monthly Payment 
Loan Department, asking one of the 
men in charge there to telephone 
the customer and straighten the 
matter out. 

The man in the Monthly Payment 
Loan Department was one of those 
who took the Sales Analysis Insti- 
tute course at the Bank earlier this 
year. He telephoned the irate cus- 
tomer, and, remembering the prin- 
ciples he had learned relating to 
the handling of complaints, began 
his conversation like this: 

“Mrs. Jones? This is Mr 
the Monthly Payment Loan Depart- 
ment of The Detroit Bank. We want 
to thank you for calling our atten- 
tion to the error we made in your 
account, etc.” Mrs. Jones did not 
have an opportunity to display 
anger and our employee’s apology 
won her over immediately. The rest 
of the conversation continued in a 
very pleasant vein, and when they 
hung up, she was again friendly to 
the Bank. 

It was obviously the Bank’s error 
and occurred because a new book- 
keeper had misposted the payment. 
In times like the present, when 
there is a large proportion of new 
employees in the staff, occasional 
errors are bound to occur in spite 
of all our efforts to prevent them. 
Even under the best conditions and 
with experienced help a bank is by 
no means infallible. When an error 
is made by the Bank and reported 
to us by a customer, it is not only 
proper that we should thank him 
for calling it to our attention, but 





it is also the best possible way to 
restore a friendly relationship with 
the customer who has become 
angry about it.—The Teller, pub- 
lished by The Detroit Bank. 


Consumer Installment Credit And 
Economic Fluctuations 


By Gottfried Haberler 

Published by the National Bureau 
of Economic Research, Inc., 1819 
Broadway, New York, N. Y. 240 
pages, cloth bound, price $2.50. 

This volume is number nine in a 
series of consumer installment 
financing, which the bureau has 
been publishing. 

Dealing with consumer pur- 
chases made possible either through 
commodity sales credit extended 
by dealers and producers, and 
through them by sales finance 
companies, industrial banking 
companies and commercial banks, 
or through cash installment loans 
extended by personal finance com- 
panies, industrial banking com- 
panies, credit unions, and commer- 
cial banks, Mr. Haberler’s study 
illustrates the important role of 
installment credit in the American 
economy. 

An examination of the relation- 
ship between the two types of in- 
stallment credit (commodity sales 
and cash loans) and business cycles 
reveals that sales credit follows 
cycles more closely than cash loans 
do. New credits, outstandings, and 
net credit change hit a peak in 





There’s more to a satisfactory 
correspondent banking relationship than the 
performance of the generally accepted functions 
of a correspondent—i.e., handling transit 
checks and collections. 


The ability and the desire to ‘‘go out of the 
way” to handle unusual situations and trans- 
actions are important, too. 
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1929, a low point in 1932 or 1933, 
another peak about 1937 and an- 
other trough in 1938. Substantially 
the same cyclical patterns as in the 
aggregate series are to be found 
in the five constituent series—auto- 
mobile dealers, department stores, 
furniture, appliance and jewelry 
stores. 


Wisconsin Banks Issue Code Of 
Principles On Personal Loans 


Citing the fact that banks are 
not only making commercial but 
also personal loans, the consumer 
credit committee of the Wisconsin 
Bankers association has issued a 
code of principles for the guidance 
of member banks making loans for 
personal and family uses. Two 
major points included in the code 
are: 

1. Banks have a special obliga- 
tion to observe both the letter and 
the spirit of government credit re- 
strictions designed to prevent run- 
away inflation. Accordingly, as a 
patriotic service, needless borrow- 
ing should be discouraged; but at 
the same time, banks should con- 
tinually seek ways of making 
sound loans for necessary purposes, 

2. Discount rates and _ other 
charges on installment loans shall 
be fair, reasonable and clearly 
stated; and when a loan is repaid 
ahead of schedule, unearned 
charges shall be rebated to the 
borrower on a pro-rata basis. 

In a statement accompanying the 
code, A. B. Adams, Beloit, Wiscon- 
sin, chairman of the committee, 
urged banks to devote special 
attention to installment loan prob- 
lems, to strive to make bank credit 
more widely available, and to lay 
the groundwork now for probable 
expansion in installment financing 
after the war. 


Out-Moded Tradition 


An Iowa bank has discovered that 
there is no need to have a conges- 
tion of work at any time during the 
month. This is avoided by stagger- 
ing the mailing of statements of 
commercial accounts so that some 
are mailed almost every day; and 
staggering the computing of interest 
for savings accounts. There is no 
real good reason apparently why 
every savings account should have 
its interest start on the same day. 
That, of course, is the traditional 
way, but tradition is not a safe 
guide for today’s problems. 
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Get This Flag Flying 


This War Savings Flag which flies today 
over companies, large and small, all across 
the land means business. It means, first, 
that 10% of the company’s gross pay roll is 
being invested in War Bonds by the workers 
voluntarily. 


It also means that the employees of all these 
companies are doing their part for Victory 

.- by helping to buy the guns, tanks, and 
planes that America and her allies must have 
to win. 


It means that billions of dollars are being 
diverted from “bidding” for the constantly 
shrinking stock of goods available, thus put- 
ting a brake on inflation. And it means that 
billions of dollars will be held in readiness 
for post-war readjustment. 


Save With 







War Savings Bonds 


This Space Is a Contribution to America's All-Out War Program by 
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Think what 10% of the national income, 
saved in War Bonds now, month after month, 
can buy when the war ends! 


For’ Victory today .. . and prosperity tomor- 
row, keep the War Bond Pay-roll Savings 
Plan rolling in your firm. Get that flag fly- 
ing now! Your State War Savings Staff Ad- 
ministrator will gladly explain how you may 
do so. 


If your firm has not already installed the Pay- 
roll Savings Plan, now is the time to do so. 
For full details, plus samples of result-getting 
literature and promotional helps, write or 
wire: War Savings Staff, Section F, Treasury 
Department, 709 Twelfth Street NW., 
Washington, D. C. 













Gibson Heads Red Cross 
Service In England 


Norman H. Davis, chairman of 
the American Red Cross, has an- 
nounced the safe arrival in London 
of Harvey D. Gibson, president and 
chairman of the executive com- 
mittee of Manufacturers Trust 
Company, New York, who has been 
appointed American Red _ Cross 
Commissioner to Great Britain. 

Mr. Gibson has had extensive 
Red Cross experience. In World 
War I, he served successively as 
chairman of the New York County 
Red Cross Chapter, as general man- 
ager of all Red Cross activities in 
the United States, as a member of 
the war council, commissioner to 
France, and during the latter 
months of the war, as commissioner 
to Europe. 

He is, therefore, particularly 
fitted to render the same service to 
our soldiers abroad in the present 
conflict. 

Mr. Gibson has been given an 
indefinite leave of absence for for- 
eign service by the board of the 
Manufacturers Trust, and during 
his absence, Mr. Henry C. Von Elm, 
vice chairman of the board has 
been designated as chief executive 
officer. 

Mr. Von Elm has been connected 
with the Manufacturers Trust and 
its parent institution since 1903. He 
served, at one time, as president 
and chairman of the executive 
committee, and has been vice 
chairman of the Board of Direc- 
tors since 1931. 


42 Years At Cleveland Trust 


I. F. Freiberger, chairman of The 
Cleveland Trust Company, began 
his 42nd year with the bank on 
Sept. 5th, where he started as a 
clerk in the trust department. 

He joined the bank’s trust de- 
partment on Sept. 4, 1901, rose to 
vice president in 1915 and director 
in 1939. He has been a member of 
the bank’s Executive Committee 
since that committee’s inception, 
about 30 years ago. 

His business life has been de- 
voted to the conservation of prop- 
erty and assuming the economic 
burdens of those whose natural 
protectors and guardians have béen 
taken away. The vast good he has 
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accomplished in the community has 
been done largely behind the 
scenes. This is due both to the 
nature of his responsibilities and 
to his own modest, self-effacing 
nature. Mr. Freiberger also con- 
tinues to be a powerful force in 
Cleveland welfare, philanthropic 
and cultural activities. In addition 
to his many corporate directorships 
he is popularly known as a director 
of the Cleveland Baseball Co., and 
as a past president of the Cleve- 
land Chamber of Commerce (1927). 


Decker Joins Army S. O. S. 


O. P. Decker, vice president of 
the American National Bank and 
Trust Company of Chicago, has 
been called to Washington to serve 
in the Control Division, Office of 
the Commanding General, Services 
of Supply, in the War Department. 
He has been granted a temporary 
leave of absence by the bank. 

Mr. Decker is the third officer of 
the American National to be 
granted a leave for wartime service 
with the government: Milton J. 
Hayes, assistant cashier, is now a 
first lieutenant in the Army Air 
Corps, currently stationed at Sioux 
City, Iowa; and Fred T. Hanson, 
also assistant cashier, is seaman 
first class serving at Great Lakes 
Naval Training Station. In addition, 
twenty-nine other employees of 
the bank are serving in the armed 
forces. 


It's CAPTAIN Lowe 


Harold B. Lowe, assistant vice 
president of the National City Bank 
of Cleveland, O., recently received 
his commission as a Captain in the 
Officer Procurement Branch of the 
U. S. Army. At the present time, he 
is stationed in Cleveland. 


Stiles Cashier 


The Birmingham Trust and Sav- 
ings Co., Birmingham, Ala., an- 
nounced on September 8 the ad- 
vancement of Robert M. Stiles from 
assistant cashier to cashier. 

Mr. Stiles has been connected 
with the Birmingham institution for 
the past 14 years and was credit 
manager prior to his election as 
assistant cashier in 1940. He is a 
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graduate of the American Institute 
of Banking and has been active in 
its Birmingham Chapter for a num. 
ber of years. 


Thornton Succeeds Andrews 


When Vice President J. Warren 
Andrews, of the First National 
Bank, Montgomery, Ala., recently 
became Lieutenant-Colonel An- 
drews, his post as vice president in 
charge of the bank’s investment 
department was filled by J. Mills 
Thornton, prominent Montgomery 
investment dealer. 


90 Years In Oshkosh 


The First National Bank of Osh- 
kosh, Wisconsin, celebrated the 
90th Anniversary of its founding, 
August 10, 1942. 

Through depressions and pros- 
perity, through wars and many 
years of peace, it has continued to 
serve the people of Oshkosh and 
its vicinity. 

The great-great-grandparents of 
some of the present customers were 
among the early settlers who did 
their banking at this institution. 

Starting with resources of only 
$4,000, the First National Bank now 
has resources of more than $12,- 
000,000. Its customers number more 
than 18,000. 

Today’s facilities for serving 
customers and the businesses and 
industries of Oshkosh are modern 
and complete. Mr. Louis Schriber 
is president of the bank, Mr. E. R. 
Dickmann and Mr. Robert P. 
Boardman, are vice presidents, and 
Mr. Edward Heisinger is cashier. 


Heads 45 Branches 


John W. Woodburn, treasurer of 
The Cleveland Trust Company, has 
been given general supervision of 
the company’s 45 branches. Mr. 
Woodburn assumes these duties in 
addition to those of treasurer. 

Mr. Woodburn has been ass0- 
ciated with The Cleveland Trust 
Company for thirty-six years, start- 
ing as a messenger in February, 
1906. He served as clearance clerk, 
assistant teller, loan clerk and in 
1919 was appointed assistant treas- 
urer. His capacities soon warranted 

(Continued on page 480) 
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Changes not shown in Final 1942 Rand M¢Nally Bankers Directory indicated by an * 


NEW AND REOPENED INSTITUTION 
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Through Absorption. . . 
Through Conversion... . . . ; 

Total discontinued........ 
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......-National 1; State 1. 


National 3; State 9 


BRANCHES REPORTED DISCONTINUED 


Through Liquidation ................... 


Total discontinued... 


.....--National 1; State 1. 
.......National 1; State 1 


Other Institutions 1 
Other Institutions 1 


CHANGES IN TITLE AND/OR LOCATION 


Branches 


CALIFORNIA 
Calipatria 
Security-First National 
Angeles, Calipatria 
Angeles 
(Discontinued at the close of busi- 
ness August 29, 1942. Business trans- 
ferred to Brawley Branch) 


MICHIGAN 
Grand Rapids 
Union Bank of 
Wyoming Office 
(To be discontinued 
1942) 


Bank of Los 
Branch of Los 


Michigan, Paris- 


September 


MINNESOTA 
Alberta 
Alberta State Bank 
(Taken over by Morris State Bank, 
Morris, July 31, 1942) 


MISSISSIPPI 
Carthage 
Leake County Bank 
(Closed August 7, 
Goodman 
Commercial State Bank 
(Purchased by Holmes County Bank 
& Trust Co., Lexington, August 1, 
1942 and operated as an office) 
Goodman 
Holmes County Bank & Trust Co. 
Goodman Office of Lexington. ..85-524 
(Opened August 1, 1942. D. K. Gull- 
edge, Manager. Succeeded Commercial 
State Bank which was purchased by 
Holmes County Bank & Trust Co., 
Lexington, August 1, 1942) 


Vaiden 
West, 


1942) 


Bank 
West 
(Head Office and Branch Office pur- 
chased by Holmes County Bank & 
Trust Co., Lexington, August 1, 1942, 
and this office is now operated as an 
Office of Holmes County Bank & 
., Trust Co., Lexington) 

Jaiden 

Holmes County Bank & Trust 
Vaiden Office of Lexington 

(B. W. Murphy, Manager. Succeeded 
Bank of West, Branch Office of West, 
which was purchased by Holmes 
-ounty Bank & Trust Co., Lexington, 
August 1, 1942) 
West 

Bank of West 

(Purchased by Holmes County Bank 
& Trust Co., August 1, 1942 and now 
operated as West Office of Holmes 
wocunty Bank & Trust Co., Lexington) 


Holmes County Bank & Trust Co., 
West Office of Lexington 85-457 
(Opened August 1, 1942. A. J. Stevens, 
Manager. Succeeded Bank of West 
Balch was purchased by Holmes 
Ounty Bank & Trust Co., Lexington, 
August 1, 1942) 


Branch Office 


Co., 


MISSOURI 
Armstrong 


Bank of Armstrong 


October, 1942 


(Placed in voluntary 
August 21, 1942) 

St. Louis 
Telegraphers National Bank... .4-102 
(Retiring from business September 1, 
1942. Entire deposit liability assumed 
by United Bank and Trust Co.) 


NEW YORK 


liquidation 


New York 
Comptoir National D’Escompte 
Paris (Agency of Paris, France) 
(Discontinued) 


OKLAHOMA 
Fort Sill 
0 National Bank, Office of Law- 
on 


(Opened July 1942) 


PENNSYLVANIA 
Duncannon 
The Peoples National Bank of Dun- 
cannon 60-979 
(Entered voluntary liquidation Au- 
gust 15, 1942. Absorbed by The Dun- 
cannon National Bank) 


SOUTH CAROLINA 

Navy Yard 

The South Carolina National 

Office of Charleston 

(Post Office and Navy Bldg.) 

(To open in September, 1942) 
Owings 

Bank of Owings 

(Entered voluntary 

ruary 3, 1942) 


Bank, 


liquidation Feb- 


TEXAS 
Rockwall 
First National Bank 
(To convert to The First State Bank 
September 2, 1942) 
Rockwall 
The First State Bank 
(Capital $25,000, Surplus and Profits 
$26.900. A. L. Atkins, President, H. B. 
Lofiand, Cashier. Conversion of First 
National Bank, September 2, 1942) 
Temple 
Farmers State Bank 
(Converted to Temple National Bank, 
August 13, 1942) 
Temple 
Temple National Bank 
(Capital $150.000, Surplus and Profits 
$120,000. Irvin McCreary, President, 
W. Glenn Morgan, Cashier. Conver- 
sion of Farmers State Bank, August 
13, 1942) 


UTAH 
Park City 
State Bank of Park City 
(Merged with Park City Branch of 
the First Security Bank of Utah, 
N. A., July 25, 1942) 


VIRGINIA 


Loan 


Danville 


Danville and Savings Bank 


(Conversion of Danville Loan and 
Savings Corp., August 22, 1942) 


WEST VIRGINIA 

Littleton 
Bank of Littleton 
(Entered voluntary 


liquidation April 
7, 1942) ? 


New Banks Reported In 
Process Of Organization 
7 Indicates Press Report 


FLORIDA 
Bartow 
¢Citrus Exchange Bank. 
(W. M. Hampton and James Hansen, 
Incorporators) 


OREGON 
Burns 
United States National Bank of Port- 
land, Branch of Portland. (Reported 
September 8, 1942) 


FDIC Changes 


IDAHO 


*St. Anthony—The Commercial National 
Bank of St. Anthony Delete 
*St. Anthony—First Security Bank of 
Idaho, National Association, Branch 
of Boise Ad 


*Hopkinton—Citizens State Bank...Add 
“Head Office” 

*Ryan—Citizens State Bank, Branch of 
Hopkinton Add 


KANSAS 
*Clay Center—Union State Bank....Add 


MASSACHUSETTS 


*Boston—The National Shawmut Bank 
of Boston—head office and 19 branches 
Add 2 branches 


MINNESOTA 
*Alberta—Alberta State Bank....Delete 


MISSISSIPPI 


*Carthage—Leake County Bank..Delete 
*Goodman—Commercial State Bank 


County Bank & 
Branch of Lexing- 


*Goodman—Holmes 
Trust Company, 
ton 

*Lexington—Holmes 
Trust Company 

*Vaiden—Bank of 


County Bank & 
Add “Head Office” 
West, Branch of 
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*Vaiden—Holmes County Bank & Trust 
Company, Branch of Lexington...Add 
*West—Bank of West—head office 


*West—Holmes County 
Company, 


Bank & Trust 
Branch of Lexington...Add 


OKLAHOMA 
Fairfax National Bank 
Delete 


*Fairfax—The 


PENNSYLVANIA 
*Duncannon — The Peoples 
Bank of Duncannon 
*Lehighton—Citizens National Bank and 
Trust Company of Lehighton..Delete 
*Lehighton — The Hazleton National 
Bank, Branch of Hazleton 
*Lehighton—The First National 
of Lehighton 


National 


Bank 
Delete 


TEXAS 
Dallas Bank & Trust 
bi Ew SEKEE SS 6 oN Ree ea oe Add 


*Dallas—South 
Company 


*Marshall—The State National Bank of 
Marshall Delete 
*Temple — Farmers Bank of 

Temple 
Bank...Add 


*Temple—Temple National 


UTAH 


*Park City—State Bank of Park City 
Delete 


VIRGINIA 
*Newport News—Bank of Hampton 
Roads “Head Office” 
*Wythe Center (P. O. Hampton)—Bank 
of Hampton Roads, Branch of New- 
rr ye ee ee Add 


WASHINGTON 
*Tacoma—The Puget Sound National 
Bank of Tacoma—head office and 2 
branches Delete 1 branch 


WISCONSIN 
*Cochrane—Cochrane State Bank...Add 
*Rockland — Monroe Bank, 

Branch of Sparta 
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his selection as treasurer, to which 
office he was appointed in January, 
1921. With his complete back- 


ground of experience in the bank- 
ing field, he has become widely 
known in the Fourth Federal Re- 
serve District, and has been active 
in local and state banking organ- 
izations. He is a member of the As- 
sociation of Reserve City Bankers. 


Doan Joins San Francisco Agency 


Robin E. Doan, former bank ad- 
vertising man and frequent con- 
tributor to Bankers Monthly, has 
recently joined the staff of Leon 
Livingston Advertising Agency, San 
Francisco. 

Mr. Doan was for eight years 
Director of Public Relations of the 
Denver National Bank, resigning 
this position to take a trip around 
the world shortly before the present 
war. Upon his return to this coun- 
try he became Managing Editor of 
The Bankers Magazine in New York 
City. 

A frequent contributor to bank- 
ing and business publications, Mr. 
Doan was for years author of a 
column in Liberty Magazine. 


Marshall Trust Officer 


R. H. Marshall, cashier of The 
First National Bank of Madison, 
Wisconsin, has recently been named 
a trust officer of the bank accord- 
ing to an announcement made yes- 
terday by T. R. Hefty, president. 

Mr. Marshall has been associated 
with the bank for more than 17 
years in various capacities. In his 


new capacity he will now devot 
full time to the bank’s growin 
trust department. 


Smith Director, Citizens Nationa 


Carl P. Smith, vice president ang 
trust officer of the Citizens Na 
tional Trust & Savings Bank of Log 
Angeles, was elected a director af 
the regular meeting of the board 
held September 15, we are advise 
by President H. D. Ivey. 

Prior to his association with th 
bank in 1924, Mr. Smith was assi 
ant to the late J. Ross Clark whi 
built the Los Angeles & Salt Lak 
railroad, and who was for many 
years a director of Citizens Nationa 
Bank and chairman of the board aj 
the time of his death. Following t 
merger of the Salt Lake railroag 
with the Union Pacific, Mr. Smith 
was made assistant general ma 
ager. He resigned to join the bank’ 
trust department in 1924, was soom 
made assistant trust officer, and i 
1938 was elected vice president ai 
trust officer. 


New York Trust Girl 
With WAAC's 


One of the first young wome 
from a New York City bank to bh 
accepted for duty at the WAAC Of 
ficers Training School at Fort De 
Mo'‘nes, Iowa, was Miss Beatrice 
Ringgold of The New York Tr 
Company. Miss Ringgold is one @ 
41 selected from the 3,500 appli 
cants in the Second Corps Are 
She has been with the Trust Com 
pany since 1930 and left a positic 
in the Foreign Property Contre 
Department to join the Unite 
States Army. 


Changes At First Natl., Chicago 


General Robert E. Wood, chai 
man of the board of Sears, Roebue 
and Co., and Charles A. McCulloch 
prominently identified with manj 
lines of business, were electe 
directors of The First Nation 
Bank of Chicago at the reg 
meeting of the board today. Th 
election fills the two vacancies 0 
the board. 

Edmund Burke was. electé 
comptroller of the bank, retainif 
his title as auditor. He takes 
place temporarily vacated 
Charles Z. Meyer, who was a 
serve corps officer and is now 0 
active duty in the army. Mr. Me 
has been granted a leave of absene 
by the bank for the duration. 
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